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WHAT OF THE FUTURE? 


The Equitable Life Assurance Society has openings for agents all over the United 
States—not for those who are representing other Companies, but young men who 
have had some business experience but who may know nothing as yet about life in- 


surance. 


The Equitable is ready to negotiate with such men because they have nothing 
to unlearn about life insurance; and in order that their training from the very start 
may be in accordance with Equitable ideals. 


And the Equitable gives those who are commissioned to represent it in the field 
a training that enables them to render good service to the public, and at the same time 
earn liberal incomes for themselves. 


The successful man must be a master of his trade, and the Equitable makes pro- 
fessional life underwriters of those who are willing to learn. 


Its Managers at central points are charged with the duty of guiding and instruct- 
ing them; each one is given the privilege of studying a Correspondence Course which 
is regarded as more complete and effective than any course heretofore promulgated; 
expert teachers are constantly traveling over the United States gathering the agents 
together at central points for intensive training. 


There is an Equitable Policy for every insurance need, and the Society supplies 
its agents with all useful tools for their work, sending them attractive illustrated 
booklets, canvassing documents of various kinds, and striking advertising forms. 


The name Equitable is a household word in every community. Life insurance 
is a necessity and the demand for it is constant. With such a company back of them, 
young men of integrity, intelligence, and industry can be sure of a prosperous 


career. 


Are you in a position that yields support but offers no definite prospect of future 
success and advancement? If so, you will find it worth while to discover what the 
Equitable can offer, and what opportunities can be given to enable you to establish a 
high reputation, and if you are prudent build up a substantial fortune. 








THE EQUITABLE LIFE ASSURANCE 
SOCIETY OF THE UNITED STATES 
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’’M GOING To 
PULL YOu OVER, 






TINE BUT OTHERS 
HAVE TRIED 


AND FAILED 
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R. F. Sampson, 
i] 130 N. Wells, 
Suite 1404, 
Chicago, Illinois. 


Rufus M. Reed, 
Box 1883, 








Williamson, W. Va. 
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TUG OF WAR — OUR POLICIES PULL THEM OVER 


Super Commission Contracts 


For Chicago and Illinois Territory 


Write or Wire 


Max Goldberyer, 
117 E. 7th Ave., 
Gary, Indiana. 


W. Livingston Vance, 
22 West Monroe &t., 
Chicago, Illinois. 


*<ESERVE LOAN LIFE 


INSURANCE COMPANY 


icago, Ill., under act of 


INDIANAPORSS, INDIANA . 
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LIFE VALUES SHOULD 
BE WELL PROTECTED 


All Attention Has Been Given 


Thus Far to Conserving Ma- 
terial Resources 


NEW DAY NOW DAWNING 


Importance of Putting a Bulwark About 
Current Earning Power of the 
Individual Is Stressed 


Dr. S. S. Huebner of the Wharton 
School of Commerce at the University 
of Pennsylvania has become one of the 
best known men on the life 
platform and has done as much as any 
other man in calling attention to the 
necessity of protecting life values at 


least to the same extent that property 


insurance 





Ss. 8S. HUEBNER 


Wharton School of Finance, University 


of Pennsylvania 


values are protected. Dr. Huebner has 
dilated on the subject of life values on 
a number of instances. He brought out 
some new points, however, in his ad- 
dress last week before the agency con- 
vention of the Union Life of Rogers, 
\rk., because he was speaking to an 
audience largely composed of bankers, 
inasmuch as the Union Life only has 
banker agents. Elmo E. Walker, gen- 
eral manager of the company, intro- 
duced Dr. Huebner as one of the fore- 
most educators of the day. 


Service That Is Now 
Universally Needed 


Dr. Huebner in speaking of life in- 
surance said that it is a service that is 
universally needed. He referred to the 
dignity of the calling, stating that it 
ranks with any of the professions. He 
said that a man should not underrate 
his current earning power and he should 








REPORT RECORD JUNE 


CHICAGO AGENCY WAS LEADER 


Travelers Enjoyed Big Month, With 
Over $20,000,000 on Last Day— 
Blossom Was Personal Leader 


The Chicago branch of the Travelers 
led all of the company’s offices in June, 
its total volume of paid business being 
$6,738,000, which at the rate of 
$75,000,000 a year. The company reports 
that 44 branch offices wrote more than 
$1,000,000 during the month. The 
John street branch in New York was 
second with $6,189,761 and the Book- 
staver agency in New York was third 
with $4,429,611. Cleveland was fourth 
with $4,222,957 and the Robinson agency 
in New York was fifth with $3,780,000. 
New high records were established in 
Kansas City, Rochester, Denver, Al- 
bany, Atlanta, Jacksonville, Charlotte, 
Des Moines, Oklahoma City § and 
Omaha. The company carried on its 
customary policyholders’ campaign dur- 
ing June. 

The record 
throughout the month, but on the last 
day of the month a new record o 
single day’s production was established 
for the company, when $20,279,176 was 
reported. This equal to the total 
annual business of the Travelers in any 
year prior to 1904. 


1s 


55 


business was shown 


1s 


Blossom Was Leader 


The leader in the entire campaign 
was George W. Blossom, IJr., of the 
Fred S. James agency in Chicago, who 
paid for an even $1,000,000. Conrad C. 
Klee of Binghamton, N. Y., with a 
total of 97 applications, paid _ for 
$830,000. The company reports that 554 


of its agents paid for more than $50,000 


during the month. Four of these wrote 
over $500,000, eight wrote between 
$250,000 and $500,000, and 25 wrote 


between $200,000 and $250,000. 

Perez F. Huff of New York City was 
third in June with $512,000, Gustave A 
Brodine of Rockford, Ill, was fourth 
with $500,000, George H. S. Rowe of 
New York City was fifth with $448,000, 
E. H. Perkins of Binghamton, N. Y. 
was sixth with $407,500, W. H. Tilles 
of Charlotte, seventh with $400,000, 
G. M. Humphreys of Cleveland, eighth 
with $360,897, F. L. McElroy of San 
Francisco, ninth with $354,000 and. Sam- 
uel J. King of the Herman Robinson 
General Agency, N. Y. C., tenth with 
$315,000. 


ade- 
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that that factor can 
safeguarded through 
dium of life insurance. It just at 
this point that life insurance steps in 
with the sinews of war to maintain the 
family and keep it going although the 
bread winner may be gone. 

Dr. Huebner said that there is noth- 
ing wrong or illogical in putting the 
dollar mark on everything valuable. 
This is done in case of property and it 
should be done in case of life values. 
He said that property values are mate- 
rial things and left to themselves are 
dead. Speaking further, Dr, Huebner 
said in substance: 

“For 50 years we have -been devoting 

(CONTINUED ON PAGE 7) 
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ALBRIGHT IS LEADER 


ONCE AGAIN STAR PRODUCER 


Northwestern Mutual Life Will Make 
Further Announcements at Conven- 
tion—Now Completing Plans 


MILWAUKEE, WIS., July 21.—Dr. 
C. E. Albright of the Northwestern Mu- 
tual Life has again led the agents of the 
company for the 20th consecutive year 
in the amount of paid-for business. Dur- 
ing the past agents’ year Dr. Albright 
has paid- for $3,055,500 on 52 lives, av- 
eraging one case a week for the year. 
While this represents the amount of 
business done for Northwestern Mutual 
Life it is not the total insurance written 
by Dr. Albright during the year. He 
has not told what amount has been 
placed with other companies due to the 
$200,000 limit of his own company, but 
it usually is very large. Dr. Albright is 
known as one of the leading life pro- 
ducers in the country. 


Announce Others Later 


The second highest agent in produc- 
tion is Norman K. Hill of Williamsport, 
Pa. Mr. Hill paid for $2,548,200 worth 
of business on 166 lives during the year. 
This record makes him president of the 
Marathon club of the agents for the 
second consecutive term, and he 
been a Marathonian for the past six 
years, ever since becoming associated 
with the company. The other leading 
producers will be announced during the 
convention of the Association of Agents 
which is to be held at the home office 
here July 26 to 28. 
A last-minute change has been 

the program for the dinner to be 
given at the home office to the agents 
on the second night of the convention. 
It was originally eaemnaen that Edgar 
Guest, nationally known poet from De 
troit would be the main speaker, but 
to the fact that Mr. Guest has had 
to cancel this engagement, two other 
speakers have been secured. Charles M 
Niezer of Fort Wayne, Ind., will be one 
of them, and the second has not been 
announced. Mr. Niezer is a policyholder 
of the company and president of the 
First National Bank of Fort Wayne 
In 1923 he was a member of the policy 
holders’ examining committee which ex 
amined the company's business ‘ that 
year. 


made 


on 


Program Is Ready 


The program for the District Agents’ 
conference to be held on Monday noon, 
July is now prepared. The confer- 
ence is for the district agents anly and 
the speakers will be John S. Marsh, gen 
eral agent of the Northeastern Ohio 
General Agency; E. L. Mangold, dis- 
trict agent with headquarters at Wausau, 


26, 


| Wis.; and I. E. Dennis, district agent 
lat Ithaca, N. Y. Mr. Marsh has his 
offices in Cleveland, O., and covers 21 





counties in that state but.does not have 
the county in which Cleveland is located. 
He is a staunch supporter of the district 
agency system, and his agency has just 
completed the agency year with over 
51 percent increase in production over 
the five-year average. Mr. Mangold, as 
district agent, is under the H. E. French 
general agency of the company at Madi- 
(CONTINUED ON PAGE 4) 
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EXPECT IMPROVEMENT 
IN GROUP INSURANCE 


Cooperative Work Will Probably 
Result in Notable Expense 





Saving 


COMMENT MADE BY BEHA 


Cites Tremendous Development of the 
Business and States That It Covers 





New Field 
NEW YORK, July 21.—The amended 
state laws governing group insurance 
that went into effect July 1 will save 


the workingman and his employer $500,- 
000 this fiscal year, according to Super- 
intendent James A. Beha. 
the keen competition between the com- 
panies 


Because of 


the 
this 
class of business were leading to abuses 
now eliminated, 
it is hoped, by these new laws as well 
as by the recently formed Group Asso- 
ciation composed of the companies do 
ing 98 percent of the business. 


insurance, 
for 


writing group 


methods used in canvassing 


which will be totally 


Use Uniform Rates 


Through the efforts of Superintendent 
Beha the members of the association 
have agreed to establish one uniform 
minimum rate and a standard extra 
premium for especially hazardous risks. 


This agreement and the increasingly 
greater cooperation in the future be- 
tween the association and the insurance 


save work- 
million or 


expected to 
half 


department are 
ers and employers a 
more a year. The rapid growth of 
group insurance has necessitated these 
changes and make them of vital impor- 
tance in the future development of the 
business. 


Cites Rapid Growth 


“The total of group insurance in force 


|throughout the country,” Mr. Beha 
stated, “is at least $5,000,059,000. This 
is more than the total industrial insur- 
ance in force 10 years ago. Compared 


with the country’s total life insurance in 
force—$72,000,000,000—group insurance 
is 7 percent of this total and 40 percent 
of all group insurance is upon the books 


of New York companies. During the 
|calendar year of 1925 the New York 
|companies paid out in death and dis- 
ability claims more than $1,000,000 a 


month to the families of deceased work- 


ers and to workers themselves who had 


been totally and permanently disabled 
| “The average policy approximates 
l|about one year’s salary or wage and 


thus gives the family the equivalent of 
a year’s income to cover the periodgof 
adjustment. 

Reaches New Field 


“The salary and wage workers reached 
by this form of insurance are not other- 
| wise properly reached. Life insurance 
statistics show that in more than 40 
percent of the group cases there is no 

(CONTINUED ON NEXT PAGE) 
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MAY MORTALITY RATE 


REPORTED LOWEST IN 1926 





Metropolitan Life’s Results of Study 
of Death Rate Among Its 17,000,- 
000 Industrial Policyholders 





The report of the Metropolitan Life 
on the mortality among its 17,000,000 
industrial policyholders in May shows 
that the death rate in the industrial 
populations of the United States and 
Canada was 9.1 per 1,000, about the 
same as reported for May in 1925. In- 
creases were registered over May of 
1925 in the mortality from measles, 
whooping cough, influenza and pneumo- 
nia, but these were compensated by the 
lower rate for diphtheria, tuberculosis, 
diarrheal diseases and accidents. The 
may death rate was the lowest recorded 
for any month of 1926, showing a de- 
cline of 24.2 percent as compared with 
April. 

Factors in Decline 

The outstanding factors in the decline 
from the April figure were lower death 
rates for influenza and pneumonia, the 
mortality from these diseases declining 
57.8 percent and 43.2 percent respec- 
tively. The mortality from measles 
dropped from 21.3 per 100,000 in April 
to 16.6 in May and that from whooping 
cough from 15.4 to 11, but the rates in 
May are still inordinately high for these 
two maladies. Measles was the leading 
cause of death among dirfases of child- 
hood, causing approximately twice as 
many deaths as diphtheria, while whoop- 
ing cough is now second in import- 
ance. Tuberculosis mortality registered 
a marked decline as compared with 
April and a smaller decrease from the 
May, 1925, figure. The rate for organic 
heart diseases, Bright’s disease and cere- 
bral hemorrhage were about the same as 
those of May, 1925, but all three re- 
corded greatly reduced rates as com- 
pared with April. 

The Paae death rate for the larger 
cities of the United States in May was 
13.7 per 1,000, which was much lower 
than for the previous month (16.6) but 
exceeded that for May, 1925 (13). 


EXPECT AN IMPROVEMENT 


IN GROUP LIFE INSURANCE 
(CONT’D FROM PRECEDING PAGE) 
other life insurance in force. Undoubt- 
edly, much of this condition is due to 
the difficulty life insurance men meet 
in attempting individual canvassing dur- 
ing working hours. On the other hand, 
‘ group insurance makes it easy for the 
worker by having life insurance follow 

and protect the pay check. 

“But of the greatest importance is 
the fact that group insurance is with- 
out individual medical examination. No 
life is rejected because of physical in- 
feriority; the strong support the weak, 
giving over the whole a satisfactory in- 
surable average when limited to em- 
ployes of one concern. 

“Prior to getting the group insurance 
companies to agree upon concerted ac- 
tion, competition gave rise to many 
evils which had to be corrected so that 
group insurance might be put upon a 
perfectly sound basis. By amendments 
enacted by the legislature, the use of 
estimates with reference to dividends, 
dividend formulae or rerating formulae 
were prohibited. In group insurance, as 
in individual insurance, only actual re- 
sults may be shown as illustrations of 
the net cost.” 


& To Meet at Banff 


The Western States Life has an- 
nounced that its 1927 convention will be 
held in the Canadian Rockies at Banff. 
The qualifying amount of written and 
paid business has been raised from $109,- 
000 to $125,000, every agent who pays 
for $250,000 will be entitled to take his 
wife along also as the guest of the com- 
pany. 





RAPS STATE CONTROL 


MATTHEW WOLL GIVES VIEWS 
Official of American Federation Out- 
lines Political Philosophy of Labor 
Movement in This Country 





NEW YORK, July 21.—In view of 
the increasing capitalistic tendencies of 
the American labor movement as shown 
in the rapid multiplication of successful 
labor banks throughout the country and 
still more in its recent entrance into the 
insurance field by the chartering of the 
Union Labor Life, a statement of the 
official political philosophy of the move- 
ment by Matthew Woll, vice-president 
of the American Federation of Labor 
and president of the life company, is 
of particular interest. 

“Industry in America is passing 
through a critical period of transforma- 
tion,” declares Mr. Woll, in the mag- 
azine published by the International 
Photo-Engravers’ Union. “Out of the 
struggle now going on there will arise 
either an autocratic giant of such stature 
as humankind has never seen or a new 
kind of government that will place this 
modern industrial colossus under the 
rulership of the people. Conservative, 
thoughtful, resourceful and courageous 
men and women throughout America 
are seeking that latter development. 


Opposed to State Ownership 


“American leaders of modern thought 
believe that either state ownership or 
state regulation must eventually develop 
a political bureaucracy leading straight 
into state socialism, strangling to death 
the finest and fullest possibilities of our 
almost miraculous industrial plant. 

“They view with great apprehension, 
and rightly so, developments in foreign 
lands. They note that self-government, 
more or less democratic and tending to 
become more so, is déveloping con- 
stantly in our land and entirely apart 
from political government. 

“American industry is working out 
for itself a great body of constructive 
law. Not all of this is wise, but its 
main tendency is constructive and pro- 
gressive. It is industrial law made by 
men who know their field and their 
subject. Political law, when it touches 
gh for the most part fumbles and 
alls. 


Cast Aside Chimera of Communism 


“While by no means the only sup- 
porter of industrial self-government, 
American organized labor has definitely 
and clearly accepted that philosophy. 
It believes that this philosophy will cast 
aside forever the chimera of communism, 
socialism and burdensome state regula- 
tion with its blunders and restrictions.” 

Declaring the world stands in need of 
a new industrial chart, Mr. Woll con- 
cluded by predicting the evolution of a 
“Monroe doctrine of American indus- 
try.” 


Cover North German Lloyd 


The entire office personnel of the 
North German Lloyd, steamship opera- 
tors, in New York and in Montreal has 
been covered by a group life policy is- 
sued by the Prudential. Employes pay 
a portion of the premium and the com- 
pany assumes the remainder. 

E. P. Winans, assistant manager of 
the Prudential’s Newark office, nego- 
tiated the contract. 


Guthrie Loan Company Fails 


The J. E. Guthrie Loan Company of 
Ft. Smith, Ark., has gone into the hands 
of a receiver. Mr. Guthrie conducted a 
large mortgage loan business with life 
companies. e was well known to life 
company officials. There are some ugly 
charges made in connection with this 
failure, which investigation undoubtedly 
will prove either their truth or falsity. 





NOW PUSHING TRUSTS 


CAMPAIGN IS COMPREHENSIVE 


—_— 


State Bank of Chicago Has Well Or- 


ganized Program for Development 
of This Business 





The State Bank of Chicago, one of 
the more recent entries into the field of 
life insurance trusts, has organized a 
very comprehensive campaign on this 
class of business which is indicative of 
the attention being given life insurance 
by the trust departments of banks gen- 
erally. The State Bank of Chicago is 
now organized in this connection and is 
using newspaper space, direct mail ad- 
vertising and intensive cultivation in the 
bank itself. All phases of the work 
have been thoroughly analyzed and the 
company has drawn up a wide variety of 
trust agreements to apply to any case 
that may arise. 


Has Forceful Campaign 


One of the important parts of the 
campaign in use by the State Bank is 
the series of circulars used in the direct 
mail campaign. There are eight con- 
secutive circulars which are sent out one 
at a time to a list of prospects at in- 
tervals of about two weeks. They de- 
velop the life insurance trust idea in a 
logical and forceful way. The manner 
of development is somewhat indicated 
by the titles of these circulars which are 
as follows: “How Much Are You 
Worth?” “New Ways for Old”; “Three 
Classes of Insurance Trusts”; “Life In- 
surance as a Business Stabilizer”; “The 
Qualifications of Your Successor”; 
“Strong Men’s Plans”; “Far-sighted 
Plans”; “Danger in Delay.” As may be 
seen from the titles the series of cir- 
culars first arouses an appreciation of 
the need of this form of protection, then 
shows the advisibility of the insurance 
trust plan as the modern means of pro- 
viding for these needs, and finally 
stresses the advisibility of immediate 
action. 

Good Follow-up Plan 

Throughout the campaign the pros- 
pect is furnished with an information 
sheet which may be used at any time his 
interest is crystallized into action, if the 
representative of the bank is not on the 
ground to secure the application. The 
questionnaire is outlined in such a way 
as to furnish the bank with all of the 
necessary information required to draw 
up life insurance trust agreements and 
the prospect is urged to bring this to 
the bank and discuss it with the bank 
officials. 

In addition the state bank has a def- 
inite newspaper advertising campaign 
directed to the development of the life 
insurance trust and uses a number of 
other means of attracting the attention 
of their clients for this service. The 
life insurance trust department is now 
an important factor in the bank and the 
campaign is bringing in a large amount 
of very attractive business, both for the 
bank and its insurance connections. 


Warns of Mail Solicitors 


FRANKFORT, KY., July 21.—Shel- 
ton M. Saufley, insurance commissioner 
for Kentucky, has issued an official bul- 
letin warning residents of this state from 
placing insurance with companies not 
licensed to do business in Kentucky. 
This step was taken by Saufley after 
his attention had been called to the fact 
that several unlicensed insurance com- 
panies have inaugurated recently a wide- 
spread mail order campaign soliciting 
residents in Kentucky to place insurance 
with them. Among the unlicensed com- 
panies soliciting mail order insurance 
according to Saufley are the Federal 
Reserve Life of Kansas City, Union 
Mutual Casualty of Des Moines, Travel- 
ers Health Association of Omaha, and 
the Illinois Commercial Men’s Associa- 
tion. _ _| J dell 





CITES INSURANCE AID 


GROUP COVERAGE IS FACTOR 





Writer Points to Value of Life and 
Disability Plans to Welfare 
Work 





The importance of group life and 
group disability insurance as a factor in 
the development of better industrial 
conditions in this country is brought out 
in an article in the current issue of 
“Current History” by Abraham Epstein, 
research director of the Pennsylvania 
Old Age Commission. Mr. Epstein 
traced the development of welfare move- 
ments in general and, after outlining the 
general welfare movement inaugurated 
by the employers, referred to group in- 
surance as one of the dominant factors in 
the improvement of industrial condi- 
tions today. 


Cites Tremendous Growth 


The tremendous growth in the short 
history of group insurance was pointed 
out by Mr. Epstein. He said that this 
form of insurance was hardly known 15 
years ago, the first of such policies being 
written in 1911. The immediate accep- 
tance of the idea is shown by the fact 
that in 1912 the total amount of this 
business written was $13,172,198. In 
1917 this increased to $346,525,472 and 
in 1922 very nearly reached the $2,000,- 
000,000 mark. At the end of 1924 the 
total group insurance in force was 
$3,246,638,213 and the 1925 figtres, not 
completed at the writing of the article 
far stirpassed that figure. This repre- 
sented an increase of about 3,500 per- 
cent in 13 years. 

At the end of 1925 the total of 3,051,- 
281 employes were covered by group life 
insurance in the few companies in the 
lead. Taking those figures from the re- 
ported figures, Mr. Epstein estimated 
that the total number of workers in- 
sured by group insurance in the United 
States is 3,500,000. He said that of 
1,500 industrial concerns examined, al- 
most 50 percent of these having adopted 
some welfare measures have provided 
their employes with group insurance, 
indicating that this is a very definite 
phase of the welfare movement. 


Disability Also a Factor 


Referring to group disability insur- 
ance, Mr. Epstein pointed out that this 
was practically unknown before 1919 and 
yet of the 1,500 concerns studied in the 
investigation to which he referred, 80 
have already adopted group health in- 
surance for their employes. By the end 
of last year, 383,995 employes had been 
covered with this protection. The 1925 
business in group disability represented 
an increase of nearly 50 percent over 
the 1924 business, indicating the trend of 
the movement. 

Mr. Epstein said that group insurance 
aided greatly in the development of the 
general welfare movement and was a 
factor in removing the unsatisfactory 
labor conditions that existed a few years 
ago. He said that the main inspiration 
for the amazing spread of at least two or 
three major phases of the present day 
welfare work can probably be credited to 
the insurance companies. 


Agents to Meet in Detroit 


The Clico Club convention of the 
Continental Life of St. Louis will be 
held at Detroit, Mich., Aug. 9-10. It is 
anticipated that a record number of 
agents of the company will attend the 
convention. Many of them will be ac- 
companied by their wives or mothers as 
special guests, having won that honor 
by doubling the quota necessary to win 
membership in the club. As July 15 
was the last day for paying for Clico 
Club business written in the closing days 
of June the identity of the president and 
other officers of the club is still very 
much in doubt. 
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UNION LIFE AGENTS 
VISIT DREAM VALLEY 





Bankers of Arkansas Are Enter- 
tained at President J. W. 
Walker’s Summer Home 





ANNUAL MEETING HELD 





Unique and Inspiring Environment and 
Setting for the Convention of 
Rate Book Men 





There are many life insurance com- 
panies that hold conventions and all have 
a distinctive atmosphere. Undoubtedly 
the most unique agency meeting held in 
this country is conducted by the Union 
Life of Rogers, Ark., situated in a thrifty 








ELMO E. WALKER 
General Manager Union Life of Rogers, 
Ark. 


county in the extreme northwest part of 
the state. This is in the land of the big 
red apples, the magnificent vineyards, 
the fruit drying business, vinegar fac- 
tories, strawberries and the wonderful 
Ozark hills. 

Hospitality at Dream Valley 


The appealing feature of the Union 
Life agency convention is the wealth of 
hospitality extended to the visitors at the 
home of its president, J. W. Walker, out 
at his summer home five miles from 
Rogers, known as Dream Valley. Here 
encircled by the hills, Mr. Walker has 
buiJt a large bungalow, has created an 
artificial lake and has beautified the sur- 
roundings, so that nature has been en- 
hanced. The agents are taken out to 
Dream Valley the afternoon of the first 
day of the convention. There they fish 
in the lake, boat, pitch horseshoes, hike 
over the hills, play croquet, go horse- 
back riding or indulge in other amuse- 
ments, 

Auditorium Is Erected 


President Walker this year built an 
auditorium at Dream Valley which will 
seat 750 people. This is a finely ap- 
pointed building with an extensive stage, 
fully equipped culinary department, all 
erected for the benefit of the Dream Val- 
ley Club, which is the agency organiza- 
tion of the Union Life. The building 
was dedicated by a dinner the evening 
of the first day and a dance to which 
were invited the home office force and a 
large number of the town people. The 
agents stay at Dream Valley all night, 
cots being prepared for them on the 
porches and in the interior of the Walker 








COMPANY CHARTERED 


IS NOT STOCK-POLICY PLAN 





Legal Reserve Life of Topeka, Kan., Is 
Launched by W. C. Dorff and 
F. C. Coe 





The Legal Reserve Life Insurance 
Company of Topeka has applied for a 
Kansas charter and another company is 
in process of organization and may ap- 
ply for a charter within a few weeks. 
The incorporators of the Legal Reserve 
are: William G. Dorff, Topeka; Fred C. 
Coe, Topeka; Thomas H. Mott, Topeka; 
J McManes, Topeka; P,. L. Reed, 
Topeka. 

The company has $100,000 capital and 
it is announced that it will be a straight 
stock life company and not attempt to 
sell stock with its policies. The other 
company, said to be in process of or- 
ganization, is to be a stock with policy 
company. 

William G. Dorff is now an agent for 
the National Reserve Life of Topeka 
and Fred Coe is one of the district man- 
agers for the Liberty Life of Topeka. 
The other incorporators are men who 
have had some experience in the life 
insurance business. The application for 
the charter asks for authority to write 
all forms of life insurance, annuities, 
endowments, disability, accident and 
health insurance and any other forms 
which are permitted other insurance 
companies operating in Kansas. 








home. Breakfast is served in the audi- 
torium in the morning and the business 
meeting of the Dream Valley Club is 
conducted there during the morning. 
The simplicity and the beauty of life in- 
surance are undoubtedly emphasized by 
the rural environment. The auditorium 
is located in the midst of the trees, with 
the hills sloping up on both sides, All 
who are privileged to enjoy this treat 
never fail to comment on the lavish hos- 
pitality and the wonderfully majestic sur- 
roundings. 


Agents Are Bankers 


The agents of the Union Life are all 
bankers. The company operates only in 
Arkansas. It has five field men who are 
working with the banker agents. Robert 
E. Wait of Little Rock, secretary of the 
Arkansas Bankers Association, attends 
the agency convention and is one of the 
loyal friends of the Union Life. He made 
an eloquent speech at the dinner the last 
evening at Mont Ne, a quiet resort in 
the Ozarks, four or five miles out of 
town. Mr. Wait called attention to the 
need of keeping Arkansas money at 
home and developing the state with its 
own resources. He declared that the 
Union Life is doing its part in pro- 
moting the welfare of Arkansas. Secre- 
tary R. H. Whitlow presided at the din- 
ner. 

Oration for J. W. Walker 


The only other speaker at the Mont 
Ne dinner was President J. W. Walker, 
who gave his benediction to the crowd. 
When Mr. Walker arose to speak he was 
given a real ovation. The head of the 
Union Life is beloved by all connected 
with the institution and by the members 
of his community. He and Mrs. Walker 
spare no pains to make the sojourn at 
Dream Valley one long to be remem- 
bered. While the speaking was going 
on, the girls of Joyzelle Camp nearby 
came to the hotel ground and serenaded 
the party. 

First Day’s Proceedings 


The first day’s proceedings are held in 
the auditorium of the home office in the 
town. General Manager Elmo 
Walker presided over these sessions. A 
number of the business men of the town 
attended. The home office work is shut 
down and all the members of the force 
become part of the audience. A buffet 
luncheon was served at noon by the 


TAKING UP THE PLAN 


COMMENTS ON NON-MEDICAL 
Article in “Fraternal Age” by E. J. 
Dunn Reviews Situation As It 
Affects Fraternal Societies 





The writing of non-medical life in- 
surance, practiced by British and Cana- 
dian companies for some time and first 
instituted in this country about five years 
ago, though now written by 75 or 80 
American life companies, is now being 
taken up by the fraternal societies. A 
summary of the present status of this 
new phase of life underwriting is made 
by E. J. Dunn in an article in the cur- 
rent issue of the “Fraternal Age,” the 
organ of the full reserve fraternals, Mr. 
Dunn sums up the advantages of non- 
medical insurance and urges further con- 
sideration of it by fraternal societies, 
though warning that it should not be 
considered as a substitute for medical 
selection, but as an auxiliary aid. 


Plan Is Overemphasized 


Mr. Dunn points out that the non- 
medical plan has been clearly over- 
emphasized, both as to its value and its 
dangers. It is not a plan that can be 
universally applied even to any given 
form of policy. He stated that no com- 
pany can permit all of its agents to 
write insurance without medical exami- 
nation. Many agents have not sufficient 
ability and judgment, while others lack 
the requisite degree of honesty. The 
reasons for its adoption and the objec- 
tions thus met as given by Mr. Dunn 
were: Impossibility of getting medical 
examinations in certain localities due to 
the scarcity of physicians; difficulty of 
getting applicants to the physician for 
examination; a measure of self-defense 
against the tendency of medical asso- 
ciations to fix exorbitant fees; the saving 
of the agent’s time; the saving of the 
medical examination fee and of a small 
percentage of clerical costs; the secur- 
ing of a stronger and better defense in 
case of fraudulent claims contested in 
court. 


Valuable for Fraternals 


It was pointed out by Mr. Dunn that 
the fraternal societies have recently be- 
gun to use the non-medical plan in con- 
nection with extension work. It is in 
this connection that he cites the greatest 
value of the plan. It has been largely 
used in this way by most of the legal 
reserve companies and this is the direc- 
tion in which fraternals are applying the 
plan. Mr, Dunn states that it has re- 
sulted in the first definite attempt by the 
fraternals to write additional or increased 
insurance upon existing membership. 
For this purpose alone, it is regarded as 
a valuable auxiliary, though it should 
not be used to supplant medical selec- 
tion, 








ladies of the Christian Church, over 
which presides the popular “Tom” Clark, 
who knows everybody for miles around 
and participates in all the activities of 
the community. 

In the audience were Insurance Com- 
missioner Claude Duty of A'trkansas; 
Robert E. Wait, secretary of the Arkan- 
sas Bankers Association; Bruce T. Bul- 
lion, attorney at Little Rock and former 
insurance commissioner; Dr. S. S. 
Huebner of the Wharton school of com- 
merce, University of Pennsylvania. The 
Union Life meetings are always enliv- 
ened by congregational singing led by 
James P. Shofner, head of the printing 
department, with Blanchard Tual, one of 
the employes at the piano. 


Home Office Girls’ Orchestra 


This year some of the charming young 
women employes formed the Union Life 
jazz orchestra and made a big hit with 
their performance at the morning ses- 
sion, The young Dae forming this or- 
chestra were: loy McGalliard, Edna 


(CONTINUED ON PAGE 8) 





HISTORIC HOSTELRY 
IS NOW TO BE RAZED 





Burnet House at Cincinnati Was 
the Host to Many Celebrated 
People 





OWNED BY UNION CENTRAL 


Will Erect Annex to Its Home Office 
Building—Ceremonies Staged at 
the Demolition 





Amid scenes which evoked memories 
of Civil War times, the Burnet House 
passed into history on the afternoon of 
July 16. The historic old Cincinnati ho- 
tel is now being razed to make way 
for the massive new office annex of the 
Union Central Life. 

Simple yet effective ceremonies were 
arranged by President John D. Sage to 
mark the end of what was in 1850 the 
finest hostelry in the west. 

Celebrities Were Impersonated 


At noon, heralded by the explosion 
of bombs, an historic pageant was en- 
acted in the main lobby, attended by 
hundreds of citizens, Abraham Lincoln, 
Henry Clay, Ulysses S. Grant, W. T. 
Sherman, Louis Kossuth, Edward, 
Prince of Wales; Jennie Lind, Sarah 
Bernhardt, and a host of other notables 
who had been guests within its walls, 
were represented by realistic impersona- 
tors, who passed down the wide old 
marble staircase for the last time. As 
the pageant came to a close, President 
Sage, Mayor Murray Seasongood and 
Mrs, Earl McCrea Galbraith wielded the 
pick which struck the first blow demol- 
ishing the old building. 


Program in Union Central Office 


Later in the afternoon, the Union 
Central held a program in commemora- 
tion of historical events connected with 
the Burnet House in the company’s 
library. Mrs. Lydia Dozier, impersonat- 
ing Jenny Lind, sang beautifully, and 
addresses were delivered by Mayor Sea- 
songood, Attorney Joseph Wilby, presi- 
dent of the Ohio Historical & Philo- 
sophical Society, and Mrs. Galbraith, a 
descendant of Judge Jacob Burnet, who 
owned the ground on which the Burnet 
House and the present Union Central 
building are situated. 


Was Historic Hostelry 


Situated at the corner of Third and 
Vine streets, in the very heart of down- 
town Cincinnati, the Burnet House has 
had a long and eventful 76 years of his- 
tory. Several Cincinnatians who saw 
President Lincoln in the city on his 
memorable visit in 1861 were the guests 
of the company at the celebration, In 
Civil War times, the old hotel served as 
military headquarters for Generals 
Grant, Sherman, Wallace and others. 
During practically its entire history, it 
has served as a center for much of Cin- 
cinnati’s social and musical life. 

However, in late years, the value of 
the huge lot upon which it was situated 
made its usefulness as a hotel a thing 
of the past, and its acquisition for new 
purposes was inevitable. Work of erect- 
ing the new eight-story annex will start 
about Oct. 1. 


To Preserve Historic Atmosphere 


The big bed upon which Abraham 
Lincoln slept when he was a guest at 
the Burnet House was purchased by the 
Union Central auction sale of furniture, 
together with several other historic me- 
mentoes. It is planned to enshrine these 
in a room in the new annex which will 
become a mecca for those who revere 
the things of the past. The historical 
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What Is the Great Need of the 


Insurance Salesman Today? 


A comprehensive plan that will develop 


prospects among intelligent people. 


Our Sales Planning Department fills this 


need. It secures for our agents actual 


prospects and arranges interviews for them. 


PAN-AMERICAN SERVICE 
includes: 


Educational Course 
Sales Planning Department 
Unexcelled Low-cost Life Policies 


Substandard Policies for Under-average 
Lives 


Child’s Educational Endowment 
Group Insurance 
All Forms of Accident and Health 


Insurance 


ADDRESS 
E. G. Simmons, Vice-President and General Manager 


PAN-AMERICAN 
LIFE INSURANCE CO. 


New Orleans, U.S. A. 
Crawford H. Ellis, President 











atmosphere of the old hotel will be pre- 
served in other ways, by booklets, lit- 
erature, etc. 

Plans for the Annex 


It is planned at first to erect an eight- 
story structure, which will eventually 
rise to a height of 18 stories as the 
needs of the company for expansion 
eventuate. The Burnet House site is 
the largest single piece of property in 
the downtown district of Cincinnati, 
with 210 feet on Vine street, 226 feet 
on Third street and 251 feet on Baker 
street. Its acquisition gives the Union 
Central the entire frontage on Vine 
street between Third and Fourth streets. 

A prominent feature of the new an- 
nex will be a huge garage with prob- 
able capacity for about 600 automobiles. 


DR. C. E. ALBRIGHT AGAIN 
LEADER OF NORTHWESTERN 
(CONTINUED FROM PAGE 1) 


son, Wis. He has one of the best 
developed district agencies for small 
towns in the country, and will tell the 
other district agents how he cultivates 
his field intensively to bring results. Mr. 
Dennis works chiefly among the Cornell 
University faculty and students at Ithaca 
and will bring some of his unique sell- 
ing methods before the district agents. 
Both Mr. Mangold and Mr. Dennis are 
leading producers on the agency staff. 


Entertainment Features 


A special program of entertainment 
has been arranged for the ladies attend- 
ing the convention and the agents are 
urged to bring their wives with them. 
All of the ladies are invited to the Get- 
together dinner at Gimbel’s grill on 
Monday evening. On Tuesday after- 
noon, July 27, they will motor to Ocono- 
mowoc, in the heart of the lake section 
west of Milwaukee where they will be 
entertained at the Oconomowoc Lake 
club and the Oconomowoc Country club. 
There will be swimming, boating, cards 
and golf and an evening dinner at the 
Oconomowoc Lake club. 

The Marathon club of the company 
will be featured at the Get-together din- 
ner on Monday evening. The members 
will be seated at a special table, with 
W. D. Van Dyke, president of the com- 
pany at one end of the table, and Mr. 
Hill, president of the club, at the other. 
Mr. Van Dyke will address the Mara- 
thonians especially to which Mr. Hill 
will respond for the members. M. O. H. 
Williams, assistant superintendent of 
agents will present the honor prizes of 
the Association of Agents which are 
awarded under the rules of the honor 
system of the Association. The feature 
of the entertainment program at the din- 
ner is characterized as a mystery, and 
will not be announced until that night. 
Other entertainment will include a trio 
from Huntington, Ind., composed of 
Mrs. Bess Brown, contralto; Mrs. An- 
nette Purviance, soprano, and Miss 
Esther Davis, accompanist; Horace 
Wells of the Mack and Johnson, general 
agency at South Bend, Ind., will give 
several vocal solos; and employ es of the 
home office will perform in a special 
novelty dance number, closing with a 
Charleston exhibition. 


Have Elaborate Plans 


Everything is in readiness for the 
agents. The first day will be devoted 
to a sales clinic to be held in the morn- 
ing and afternoon at which the following 
members of the home office staff will 
talk: C. H. Parsons, superintendent of 
agencies assisted by Messrs. Williams, 
Hughes, Davies and Chapman, assistant 
superintendents of agencies; P. H. 
Evans, actuary department; E. D. Jones, 
secretary, assisted by Harry Ricker, and 
the legal department will be represented 
by George Lines, general counsel and 
his assistants, 

The following day will be taken up 
by the reception of officers, the address 
of welcome by President W. D. Van 
Dyke, the presentation of the company 
prizes and an address on “The North- 
western Mutual” Field of Service by 
Mr. Parsons, a playlet by the J. H. 





Copeland district agency, and the fol- 
lowing addresses. “The First Fifty 
Years Are the Hardest,” Henry Tyrrell, 
legislative counsel; “Painting Word Pic- 
tures as a Background for Life Insur- 
ance,” by C. E. Stapleton, Brooklyn, 
N. Y.; “Sales Opportunity Under Op- 
tion,” Frank Horner, Madison, Wis; 
“What Constitutes Life Insurance Servy- 
ice for the Small Buyer,” Craig Kennedy, 
Wichita, Kan. 

The closing day will be occupied by the 
election of officers and the committee, 
an address on “Concentrating One’s Ef- 
forts,” by Herman Duval of New York 
City; “Sales Possibilities of Age Change 
Cards,” by Flavel L. Wright, general 
agent at St. Louis, Mo., and an inspira- 
tional address by Edward J. Dempsey, 
policyholder at Oshkosh, Wis. 

{ Cleary, - vice- -president of the 
company will be the main speaker at the 
last session, the luncheon conference to 
be held at the Milwaukee Elks’ club- 
house. His topic will be “Which Way 
Are We Headed and Why?” The clos- 
ing address will be made by Mr. Par- 
sons. 





Cites Insurance Benefits 


LANSING, MICH., July 21.—Fore- 
casting insurance service as the logical 
remedy for the unemployment evil in 
America rather than the notoriously 
wasteful and otherwise objectionable 
dole system of England, Prof. Allen B. 
Forsberg of the industrial relations divi- 
sion, department of economics, Michigan 
State College, told Lansing Fire and 
Casualty Underwriters’ association at 
their last meeting that extension of in- 
surance service in recent years in indus- 
try has pointed the way for a possible 
solution of the unemployment problem 
through this means. Direct co-operation 
between labor and employers will help 
to eliminate unemployment itself and 
will provide for a mitigating relief in 
those instances where it cannot be 
avoided, Mr. Forsberg intimated. 


Cannot Aggregate Claims 


The United States court of appeals for 
the seventh district has just ruled that 
policyholders seeking federal court juris- 
diction in a complaint against a life as- 
sociation may not aggregate their claims 
to attain the jurisdictional amount in 
controversy. This decision reversed rul- 
ings by the district court of southern 
Illinois in two cases, one of which was 
brought by 18 Michigan policyholders 
and the other by two Indiana policy- 
holders against the Illinois Bankers Life 
Association, as an outgrowth of the re- 
cent attempt to reorganize the Associa- 
tion on an old line legal reserve basis. In 
this case no single plaintiff had a claim 
sufficient to give jurisdiction, as at least 
$3,000 must be involved. It was con- 
tended by the plaintiffs that their claims 
could be aggregated for such purpose 
and that the amount of the assets ol 
funds in the Association determine the 
amount of controversy. The court ruled 
that neither of these contentions can 
stand. 


Cramer Not Manager 


In a recent issue of THe NATIONAL 
UNDERWRITER reference was made to 
Louis S. Cramer as manager of the Mis- 
souri State Life in Cincinnati. This 
should have read, “formerly manager of 
the Missouri State Life in Cincinnati,” 
as Mr. Cramer is no longer connected 
with the company. Raymond F. Hodges 
is now in charge of the office. 


Merger Is Held Up 


LANSING, MICH., July 21.—Despite 
action of the Michigan supreme court a 
fortnight ago directing Leonhard T. 
Hands, state insurance commissioner, to 
act on the proposed merger of the Ladies 
of Maccabees and the Maccabees, Mich- 
igan fraternal benefit organizations, the 
consolidation is apparently still far off as 
Judge Leland W. Carr in Ingham county 
circuit court late last week issued a 
restraining order to prevent consumma- 
tion of the merger until the merits of 
the case have been decided. 
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Here’s Why 


Recently we asked a successful Equitable Life of Iowa agent 
what one thing about the company was the most helpful to him 
in his work. His reply was, “The company’s conservative busi- 
ness policy.” He said, “Conservatism has given the Equitable 
Life of Iowa a national reputation for absolute stability and has 
made possible the outstanding accomplishments that have made 
it preeminently a quality company.” 


The Equitable Life of Iowa takes pride in holding this 
esteem of its agents and welcomes new agents of high caliber 
who will appreciate the integrity and soundness of this institu- 
tion. 

Among the many advantages to agents of a connection with 
this company are the following: 


Conservative business policy 
Extremely low net cost 

Salary Saving Insurance 

65 Standard Policies 

Practical, helpful service to agents 


Men desiring contracts with a progressive, helpful 
ui fu Company write to Agency Department. 
vi 4 a v 
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Sueg. EQUITABLE LIFE 


INSURANCE COMPANY 
OF IOWA 


Equitable Life of Iowa Building, Des Moines Founded: 1867 Home Office: Des Moines 
Iowa’s Tallest Office Building 
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PROGRAM FOR 1926 


Reduced Non-participating Rates Several New States Opened 

Increased Dividend Scale Free Educational Course 

Increased Service to Policyholders Increased Standard of Solvency 
and Agents 


— ” 





Business in force 


$51,294,000.00 


All of which came over our own counter—no ‘consolidations. 


Admitted Assets: Surplus to Policyholders 
$6,874,226.76 $685,729.79 


If looking for a new connection write the Home Office 


NOONAN 


CENTRAL LIFE INSURANCE 
COMPANY OF ILLINOIS 
CHICAGO 
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Write for Particulars 


































An old line, mutual life insurance Company with 
headquarters in the East needs a General Agent 
for Providence, Rhode Island, and surrounding 
territory where they are now not actively repre- 


sented. 


The Company is strong financially, almost forty 
years old, and issues unusually attractive policy 
contracts. The man they want must be a good 
personal producer who can also organize his ter- 
ritory. The agency contract is extremely liberal 


and Home Office co-operation excellent. 


Your communication will be treated as confiden- 


tial. 
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Address S-44 care of this magazine 








































Selling Lite Insurance 


with the help of 
Direct Mail Advertising 


66 OU can double your Our Direct Mail co-opera- 

Y Lite business,” we told tion is only one feature of our 

our Field Force, “by policy to place at the disposal 

using our Direct Mail Adver- of our agents every possible 

tising System.” tool which has been found to 
help in getting business. 

This Company has general 
agency openings in: Illinois, 
Iowa, Indiana, Ohio, Minne- 
sota, Missouri, Kansas , Okla- 
homa, Nebraska, Wyoming, 
South Dakota, Montana and 
Colorado. Any producer of 
Life or Accident and Health 
Insurance, who is not at pres- 
ent under contract with any 
other company, will do well to 
discuss things with us. 


And we proved it, by actual 
figures showing the results of 
a test campaign in which the 
average production of those 
agents who used the System 
right, was about three times 
their average production the 
preceding year. 


So, “You can double your 


Life business,” was a conserva- 
tive statement. 


Great Northern Life 


Insurance Company 


HOME OFFICE: : : :: MILWAUKEE 
CHICAGO OFFICE: 110 S. DEARBORN ST. 











TAKE OVER BUSINESS 


———_ 


BROTHEHOOD CONTRACT SOLD 





Grizzard System Disposes of Recently 
Arranged Deal—Cleveland Office 
Will Continue to Operate 





James A. Grizzard, head of the Griz- 
zard System, who about three months 
ago closed a contract with the Brother- 
hood of Locomotive Engineers, with 
headquarters at Cleveland, for the op- 
eration of a combined savings and in- 
surance system in all of the banks op- 
erated by the Brotherhood, after com- 
pleting the organization plans for this 
extension of his service, this week an- 
nounced the sale of that contract to the 
Assured Thrift Corporation, a subsidiary 
of the Brotherhood. This deal involves 
all of the Brotherhood banks, including 
the one at Cleveland, which has operated 
under a contract with the Grizzard Sys- 
tem for the past three or four years, 
and the consideration involved is un- 
derstood to amount to several hundred 
thousand dollars. 

The Grizzard System will continue to 
operate in Cleveland on its regular plan 
for the monthly budgeting of premiums, 
and not the combination of savings and 
insurance, as was contemplated under 
the contract with the Brotherhood, and 
negotiations are now under way with 
another bank at Cleveland. It is also 
stated that the deal will have no effect 
whatever on the Grizzard organizations 
in other cities, which will continue as 
heretofore. 

The chief reason for the Brotherhood’s 
decision to take over the contract, 
through its own, subsidiary, was the 
actual record that has been made in 
the Cleveland bank, which has proved 
so satisfactory that it was possible to 
judge from it regarding the future possi- 
bilities of the plan. The arrangement 
made is also regarded by Mr. Grizzard 
as very satisfactory, and will permit the 
future development both of his system 
and savings-insurance feature desired by 
the Brotherhood in an extensive way. 


Honor President Woollen 


American Central Life representatives 
have just completed a month of special 
production efforts in honor of President 
Herbert M. Woollen. Superintendent 
Walter D. McWilliams (Michigan), 
with a remarkable spurt at the finish, 
won the grand prize for leadership in 
personal production, as well as su- 
premacy for the Wolverine superinten- 
dency over all others. The grand prize 
consists of a gold trophy in the form of 
a shield, mounted on a mahogany base. 
In addition Mr. McWilliams earned two 
of three handsome silver pitchers, the 
first by virtue of the leadership of his 
superintendency and the second, through 
his victory in personal writing. The third 
silver pitcher was won by District Man- 
ager Roy W. Webster (Iowa), whose 
agency led all other districts in volume 
of completed business. 


Changes by Roman Standard 


Changes have been made among the 
officers and directors of the Roman 
Standard Life of Manistee, Mich. D. E. 
Cole, former secretary, is now president, 
succeeding Robert Y. Speir, and W. J. 
Gregory is treasurer in place of F. W. 
White, while Mr. White becomes secre- 
tary succeeding Mr. Cole. The number 
of directors has been reduced from 16 to 
14. F. P. Kieft, John Smith, Robert Y. 
Speir and A. R. Swartz are no longer on 
the list of directors. The two new di- 
rectors are H. D. Robinson and W. J. 
Gregory. 


Readmitted to Connecticut 


Commissioner Dunham has _read- 
mitted the Union Mutual Life of Port- 
land, Me., into Connecticut. The com- 
pany, which was established in 1849, 


RULING IS IMPORTANT 


SUICIDE CASE IS DECIDED 





Court Holds Against Company on Basis 
of Past History Ac- 


cepted 





FRANKFORT, KY., July 21.—The 
court of appeals of Kentucky before 
adjourning for its summer vacation de- 
cided one of the most important insur- 
ance cases of the year, that of the Equi- 
table Life of New York against Mrs. 
O. W. Bailey. A few months before her 
husband committed suicide, that com- 
pany issued him a life and accident in- 
surance policy for $10,000, containing 
the double liability clause. After Bailey 
had committed suicide that company re- 
fused to pay the policy, and Mrs. Bailey 
the beneficiary sued. 

The court held that she could not re- 
cover double liability, but notwithstand- 
ing the fact that the policy contained a 
provision that it did not insure against 
suicide, the court held that she could 
recover the $10,000. The evidence 
showed that Bailey’s maternal grand- 
mother died in an insane asylum; that 
his mother died in the same institution; 
that his maternal uncle committed sui- 
cide by shooting himself; that his pa- 
ternal uncle had committed suicide by 
drinking carbolic acid, that two cousins 
were in insane asylums. It was also 
po that Bailey was insane. When 

ailey committed suicide, the court held 
that he was too insane to realize the 
consequences of his act. In other words 
the court’ Held that when the company 
insured a person with such a family his- 
tory of hereditary insanity that it as- 
— the risk, and must pay the pen- 
alty. 


ANNOUNCE CHANGE IN POLICY 
Manhattan Life Will Appoint Several 
New General Agents in New York 
Metropolitan District 





NEW YORK, July 21.—The Man- 
hattan Life has decided upon a new and 
important change of policy regarding 
the development of its greater New 
York territory. The company announces 
that it expects to appoint several gen- 
eral agents in the metropolitan district 
as soon as it believes it may do so to 
the company’s interest. In adopting this 
new policy the Manhattan follows the 
example set in recent years by several 
of the larger eastern companies which 
operate under the general agency sys- 
tem. Announcement of the new gen- 
eral policy appointments will probably 
not be made until early in August. 


Marshall Fields Heavily Insured 


In connection with the recent an- 
nouncement of the taking of a large 
line of insurance by President Patterson 
of the National Cash Register Company, 
the statement was made that Mr. Pat- 
terson was the most heavily insured man 
in the country for his age. Harper 
Moulton, general agent for the Provi- 
dent Mutual at Kansas City, points out 
that there is one policyholder more 
heavily insured, Marshall Field III, 
carrying approximately $4,000,000 of life 
insurance, though he is younger than 
Mr. Patterson. Mr. Field is only 33 
years of age. Mr. and Mrs. Marshall 
Field together are, in the opinion of 
Mr. Moulton, the most heavily insured 
people in the world, as they carry ap- 
proximately $6,250,000 between them. 





Northern States Banquet 


The Northern States Life of Ham- 
mond, Ind., has arranged for a dedica- 
tion banquet Friday evening of next 
week, on the occasion of the opening 
of its new home office building. Dr. 








withdrew from the state in 1911. 


H. E. Sharrer, president will preside. 
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PIONEER IN DISABILITY 





FIDELITY MUTUAL WAS FIRST 





Vice-President Sykes Claims Priority 
for His Company in Disability 
Field 





Frank Sykes, second vice-president of 
the Fidelity Mutual Life, dislikes a con- 
troversy, but someone has attempted to 
push him off the end of the dock and he 
is forced to do battle. Replying to the 
advertising claims of a rival company 
that it was the first organization to issue 
a policy containing a provision against 
total and permanent disability, Mr. 
Sykes claims that the Fidelity Mutual 
was not only the first company to issue 
such a clause, but preceded any other 
company by eight years. 

The facts are these as Mr. Sykes gives 
them: “The first life insurance policy 
ever issued in America containing a pro- 
vision against total and permanent dis- 
ability was issued by this company on 
the 16th day of October, 1896. The pol- 
icy was on the life of L. G. Fouse, 
founder of the company. It matured by 
death in 1914 and is now a part of our 
files. Fidelity’s original date, we might 
add, is set forth as an historical fact in 
Dr. Huebner’s text book, and Professor 
Bruce D. Mudgett’s book on Disability 
Insurance and in Best’s Life Insurance 
Report.” 


LIFE VALUES SHOULD 
BE WELL PROTECTED 


(CONTINUED FROM PAGE 1) 

our time and energy to the proper pro- 
tection of property values. This has 
been an essential development and one 
that deserves hearty commendation. 
Seemingly the end of all things in eco- 
nomics is teaching of the preservation 
of property. In the consideration of 
the treatment of capital, we have con- 
sidered depreciation of property, we 
have established sinking funds to pro- 
vide for obligations, we have aimed to 
establish credit. We have overlooked 
to a large extent the life value of the 
human being who is the owner of the 
property. We do not measure the forces 
that constitute the power of the indi- 
vidual. The dollar mark should be put 
in force in connection with the indi- 
vidual. The insurable life values in 
America capitalized at 5 percent are 
worth at least six times as much as the 
$260,000,000,000 property values. Life 
values should be organized and man- 
aged. We should apply the same rules 
to life values as we do to property. Life 
msurance is the only medium which en- 
ables us to deal with life values as we 
do with property. Life insurance en- 
ables us to capitalize our life values. 
Every life that has an earning value 
should be insured and properly pro- 
tected. 


Life Policy Is a 
Sinking Fund Bond 


“We should change the terminology 
of life insurance. A life insurance pol- 
icy is in reality a sinking fund bond. 
The bond holder is protected by a sink- 
ing fund. The sinking fund is equal to 
the face of the bond issue when the re- 
demption or the maturity period is 
reached. The life insurance policy is a 
callable sinking fund bond. In connec- 
tion with looking after life values, we 
can do exactly the same things with 
them as we do with property. The life 
bond is redeemed at time of death 
chiefly. Provision is made in the cre- 
ation of the sinking fund bond to pro- 
tect life values, by taking out of current 
earnings sufficient deposits each year to 
create a sinking fund which is put out 
at compound interest. 

A life value is exhaustible. It wears 
out gradually or it may smash sud- 
denly. We must make provision for de- 
Preciation in all lines of property. This 





is the only sane way because property 
gradually wears out. We forget, how- 
ever, to provide for depreciation in con- 
sideration of life values. Life values may 
disappear very suddenly or through 
wear and tear they may gradually dis- 
appear. We find that age 65 is the 
average age when life values terminate. 
The age may vary between 62 and 67, 
but the average is 65. Therefore a man 
should have sufficient on hand through 
the creation of a sinking fund for de- 
preciation to take care of him at the 
time when his current earning power 
stops. At this time one becomes a con- 
sumer only. A sufficient sum should be 
set aside to meet all future obligations 
that we find in connection with life 
values. 


Business Worth Found 
Within One’s Self 


“In many cases a man’s business 
worth is contained within himself. He 
may not possess very much that is 
valuable and he has to rely on his own 
power. Even though he does not pos- 
sess worldly goods, he has many re- 
sponsibilities and incurs many obliga- 
tions. It is through life insurance that 
he can meet these obligations. Even if 
one does not have the time to accumu- 
late the estate that he needs for meeting 
his obligations he can do so through life 
insurance. As time goes on and his 
earning power increases he should add 
to his life insurance. Every time that 
he has an increase in salary he should 
capitalize it. In many instances life 
values are snuffed out and nothing has 
been accumulated to protect them. 


Fund for Education 
Should Be Provided 


“We must not overlook our duty to- 
ward the education of our children. It 
is our bounden duty to give them every 
possible opportunity. We should set 
aside for each child a separate fund for 
his education. A man should not over- 
look forthcoming old age. Provision 
should be made for support at that time. 
One may lose his private estate or see 
it greatly depreciated. One should use 
his productive years to provide for the 
time when his earning power ceases. 
There is a widespread opinion that one’s 
children are an economic asset and that 
one can depend upon them for support 
during old age. This is an erroneous 
conclusion. It is the duty of all par- 
ents to take care of themselves and pro- 
vide an old age fund. By saving 10 
cents a day at age 25 for 40 years, one 
can establish a fund of $4,500, through 
life insurance. 


Family Constitutes a 
Business Enterprise 


“Not only is one’s vocation, but his 
family is a business enterprise. One’s 
family should be operated as a business 
establishment. It should be protected 
against bankruptcy. The family is a 
partnership arrangement and to this firm 
often come additional little partners. 
When a man in the marriage vow prom- 
ises to protect the woman he is marry- 
ing, that pledge means financial pro- 
tection. Death may not end the obli- 
gation that a man owes his family. 
When in the marriage ceremony a man 
says ‘with all my worldly goods I thee 
endow,’ he is referring largely to life 
values. Considered from this stand- 
point, this part of the ring ceremony 
takes on a far bigger meaning. I think 





DESK ROOM WANTED 


In centrally located building in 
Detroit, Mich. Permanent ar- 
rangement desired. 

Address S-76 
Care The National Underwriter. 
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A Strong Board of Directors 








ELBERT L. ATES, 
Director Since 1911 
L. Carpenter is pres- 
e ident of the Shev- 
lin-Carpenter-Clarke Com- 
pany, which, with its some 
forty subsidiaries, does a 
wholesale lumber business 
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NATIONAL LIFE 
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0. J. Arnold, Pres. 
Minneapolis 





in all parts of the United 
States. 

Mr. Carpenter, born in 
Illinois, spent his youth in 
Clinton, Iowa, where he 
became connected with the 
Curtis Lumber Company— 
now Curtis Companies, 
Inc., doing a nationwide 
millwork business. He 
came to Minneapolis as a 
branch manager for that 
concern in 1887. In 1892 
he purchased an interest 
in the Stephen C. Hall 
Lumber Company, thereby 
becoming identified with 
the Shevlin - Carpenter - 
Clarke interests. He is a 
director of the First Na- 
tional Bank of Minneapo- 
lis, and the Minneapolis 
Trust Company. He is 
president of the Orches- 
tral Association of Minne- 
apolis, which maintains 
and operates the famous 
Minneapolis Symphony Or- 
chestra. 


This is Number 5 of 
a@ series of nine adver- 
tisements on the Board 
of Directors of North- 
western National Life. 
Each member has been 
eminently ousccoaies in 
business, and each is in 
close touch with the af- 
fairs of the Company, 
taking an active part im 4 


LS 7) 





























SHREVEPORT, 





LOUISIANA 
STATE LIFE 


Insurance Company 
HOME OFFICE 
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WHY NOT BECOME A GENERAL AGENT? 


cor 


Many successful agents outgrow their present duties, and 
continue as sub-agents only because no opportunity is 


given for promotion. 


In the states of Alabama, Arkansas, Louisiana, Okla- 
homa and Texas, we offer to well qualified agents, lib- 
eral General Agency contracts with choice of splendid 


locations. 


Your communication will be received and treated with 


confidence. 





IRA F. ARCHER 
Superintendent of Agencies 
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that this phrase should be interpreted 
in this way, and if so it assumes a seri- 
ous phase in the ceremony. 


Advocates Minimum 
Insurance Fund 


“T believe that by law, before a new 
home is started a man should be com- 
pelled to take out sufficient life insur- 
ance to provide decently for his family. 
There should be a minimum established 
which is reasonable and conservative. I 
do not mean that the government should 
provide this insurance. I am very much 
opposed to government insurance or the 
government getting into the insurance 
business. The choice of the insurer 
should be optional. The government 
should only be a supervisor. I thor- 
oughly believe in proper supervision. 
The tendency of the times is to oppose 
anything that is compulsory from a gov- 
ernment standpoint. Yet when some 
provision is suggested that means for 
the better welfare of mankind, it should 
not be despised. We have workmen’s 
compensation insurance which is com- 
pulsory. A concern coming under the 
compensation law must provide for ac- 
cident disability of employes. Yet this 
does not extend to natural death, non- 
occupational accident or occupational 
disease. Yet we compel a regular form 
of compensation for occupational acci- 
dents. We leave death unprotected. 


Credit Is Established 
on Property Lines 


“We view credit entirely from the 
standpoint of property. Marine insur- 
ance is required in full on cargoes that 
are shipped. It is 100 percent complete 
from a credit standpoint. Where there 
is a mortgage on buildings, the mort- 
gage clause is used in fire insurance 
policies. We insist on insuranee on 
property where a loan is made so that 
in case of loss the loaner will get paid. 
We require evidences of wealth in put- 
ting up collateral. In commercial loans 
the character and ability of the bor- 
rower are studied. Yet the borrower 


may be worthless tomorrow by death. 
In making loans of this kind, the banks 
should require a bond to guarantee the 
earning power of the borrower. Loans 
should be secured by indemnity granted 
covering life values. 


Importance of Life 
Value Is Stressed 


“We should not look at everything 
through the spectacles of property. Life 
value is just as important as property 
value. Life value loans should be se- 
cured by proper insurance. The bank- 
ers should put an appraisal on the value 
of life. When a loan is made, the bor- 
rower should deposit a bond as security 
of credit just as he puts up collateral 
against his property. I am now engaged 
in the writing of a book entitled “The 
Economics of Life Insurance,’ dealing 
largely with life values. 


Life Policy Is Held 
as a Life Will 


“Every person should make a will. At 
the present time the statute books have 
reference only to property in connection 
with the will and yet seven-eighths of 
all estates consist of the earning power 
of the individual. The personal estate 
of most people consists of life insurance. 
A life insurance policy is a will. It is 
a life will. One should have a property 
will and a life will. The rich man needs 
insurance because he is rich. He needs 
it to protect his estate. Life insurance 
is indemnity against loss of property 
already accumulated. Death depreci- 
ates every property estate. Death 
causes more loss to estates than fire or 
marine disasters. It strikes 30 times as 
often as fire. The great majority of fire 
losses are partial. Some of them are 
small. Death, however, always means 
a total loss. There is no means whereby 
an individual can be restored at death. 
The loss cannot be replenished. Statis- 
tics in Pennsylvania show that on the 
average estates depreciate 23 percent by 





death. This applies to large and small 


estates. This is due to the death de- 
mands of manifold kind. 

“Life insurance is really property in- 
surance, in that it affords a man an op- 
portunity to create an estate. Every 
man should try to accumulate some- 
thing of an estate. Life insurance in- 
sures one’s saving period. It furnishes 
the estate if we die. Taking out life 
insurance for the protection of life value 
is just a plain business proposition. If 
a man fails to protect his family and he 
dies leaving them in want he really ab- 
sconds. The greatest beneficiary in life 
insurance is the assured himself. It 
gives him the opportunity to carry out 
the program he has laid out. It affords 
him the satisfaction of being able to 
complete his plans. It is a commend- 
able, selfish act. The premium payer 
gets the real benefit. It gives him free- 
dom of mind and eliminates worry so 
that he can carry on his daily toil with- 
out solicitude. He can eat, sleep, play 
and work well. 


One Should Have 

a Definite Program 

“A man should have a definite course 
which he desires to pursue. He should 
make himself get somewhere. He 
should have a definite contract with him- 
self. Life insurance is a wonderful boss. 
When one contracts to pay a premium 
he must provide for its payment. When 
he makes a financial resolution he 
should stick to it. 

“The legal reserve life policy is an 
ideal medium through which an estate 
can be created. It is a sinking fund plus 
term insurance. As the sinking fund in- 
creases the term insurance decreases. 
The term insurance enables the sinking 
fund to be kept intact all the time, even 
if one dies. It guarantees results. It 
insures the effort to create a private 
estate. Thus we have savings and in- 
surance tied separately and together. 
“The people of this country lose mil- 
lions of dollars a year through poor in- 
vestments. There is more monetary loss 





due to fraudulent investments every 


year than the total amount paid for [if 
insurance. There have been no losses 
to policyholders so far as I know for the 
last 25 years in connection with legal 
reserve life insurance. In purchasing 
life insurance one really buys a bond 
that does not fluctuate in value. |; 
earns about 4.8 percent on the money 
invested. The unpaid installments are 
guaranteed in case of death. This sort 
of a bond would sell immediately. [fs 
a bond issue of this kind were floated 
and offered to the public it would be 
snapped up at once. Yet this is just the 
kind of a bond that is provided for jn 
life insurance in protecting life values, 
“We are so very anxious to prevent 
loss in property. We use every effort 
to preserve property. We are not doing 
what we should to preserve life. It 
should be our aim to keep our life val- 
ues going as far and long as possible, 
I believe in a periodic health examina- 
tion so that we can ascertain the status 
of our life value. Through the medium 
of life insurance there are some 15,000,- 
000 medical examinations made every 
year. This means much in the way of 
preservation and continuity of life.” 


UNION LIFE AGENTS 
VISIT DREAM VALLEY 


(CONTINUED FROM PAGE 3) 
McCartney, Winnie Clayton, Pearl Os- 
borne, Cora Paxton, Bernice Carroll, 
Ellender Barnhart, Audra Kirkman, and 
Gladys McGee. The orchestra was en- 
hanced by the appearance of Miss Grace 
Morris of Ft. Smith, Ark., expert in 
interpreting the Charleston dance. 


Elmo Walker’s Talk 


Elmo Walker in opening the meeting 
said that Arkansas business men more 
and more are looking to the interest of 
the activities of the state. He character- 
ized the people of Arkansas as thrifty 
and progressive. Mr. Walker said that 
the Union Life is endeavoring to tune in 





on a sane, conservative, upbuilding pro- 
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plete plant is estimated te take care of the 
company’s growth for the next 75 years. 


The Union Central Life Insurance Co. 


contract.” 


prospects. 


AN “AGENT’S COMPANY”—Why? 


TWENTY and thirty year service records are 


common among Union Central men. 


One western Agency has been in the same family 
for three generations! A southern General Agent, 
after 30 years with the Union Central, wrote: “The 
Company has always been better to me than its 


Keeping abreast of the times, the Union Central today offers 
more and better helps to agents than ever before in its history. 
Always a great low net cost company, its policy forms are liberal 
and attractive; it maintains a Policyholders’ Division for the 
service of its clients and a Service Bureau for the conservation 
of business and to provide its agents with a constant supply of 
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m for the state. He asserted that the 
business of life insurance and its great 
penefits tend to make life more cheerful 
and people more light hearted. 

J. V. Walker of Fayetteville, general 
counsel, gave the address of welcome, 
enriched by a number of typical southern 
stories. Loop of Cotter, Ark., 
made the response. 


Claude Duty Speaks 


Claude Duty, the insurance commis- 
sioner, who by the way is a Rogers at- 
torney and who is bringing to the de- 
partment a fine attitude toward insurance, 
spoke in the morning. He said that he 
was impressed in his contact with the 
insurance business with the character 
and ability of the men engaged in it. 
Mr. Duty said that the success of the 
Arkansas insurance department and its 
present status is largely due to the faith- 
ful and intelligent work of Bruce Bul- 
lion. He said that the Union Life is 
well balanced and ably managed. 

Mr. Duty stressed the importance of 
quality in insurance production. He 
said that that characteristic of business 
is vital to the progress of a life insur- 
ance company. He urged intelligent 
work on part of the men in the field in 
writing insurance. He said that it is the 
duty of agents to convince people that 
life insurance will help solve their per- 
sonal and many of their business prob- 
lems. Mr. Duty in the course of his 
remarks paid tribute to the American 
experience mortalitv table, stating that 
he was opposed to any change at this 
time. 

D. M. Carter’s Address 


D. M. Carter, who is home office rep- 
resentative of the Union Life in eastern 
Arkansas, paid a great tribute to life in- 
surance, saying that an agent, applying 
himself intelligently and industriously, 
can earn a good living and render a 
large service to mankind. He said that 
life insurance promotes thrift, prosperity 
and health. It inspires confidence and 
enthusiasm. He said that life insurance 
is of immense value to society. It aids 
people in the preservation of the fruits 
of their own labor. He asserted that 
life insurance is closely allied to bank- 
ing. Both teach and promote thrift. He 
said that life insurance agents should 
suggest the saving of a definite amount 
for life insurance every year. Life in- 
surance should not depend on what is 
left after all expenses are paid, but in 
the budget it should be provided for. 
In the canvass for business he told the 
agents they should call attention to the 
necessity for providing for old age, as 
well as for one’s dependents. Mr. Car- 
ter said that $30,000,000 in premiums is 
paid out for life insurance in Arkansas. 
When one carries adequate life insur- 
ance he is free from worry and solici- 
tude. This. makes for health. He said 
that thousands of families are able to 
keep together through the medium of 
the proceeds of life insurance. He 
showed how life insurance promotes 
good citizenship. It means the educa- 
tion of children, making them more de- 
sirable and useful citizens. He also 
said that life insurance is a developer 
of character. 

The annual meeting of the Dream Val- 





ley Club was held at Dream Valley, be- 
ing presided over by L. L. Green the 
president. Talks were made there by 
C. M. Cartwright of THe Nationat Un- 
DERWRITER and J. M. Dempsey of Des 
Moines, northwest manager of the “Dia- 
mond Life Bulletin Service.” Hardy 
Kuykendall of Lead Hill, presented 
Elmo Walker with $40,000 in applica- 
tions which had been secured a few 
days previous. Mr. Walker announced 
a new policy, a monthly income endow- 
ment at age 65. 


New Club Officers 


. B. Lee, cashier of the Farmers 
Bank & Trust Company of Magnolia, 
was inaugurated as the new president 
of the Dream Valley Club, he having 
qualified on account of the amount of 
business produced. Claude H. Kyle, 
cashier of the Bank of Magazine of 
Magazine, Ark., became first vice-presi- 
‘dent; W. C. Sheldon, assistant cashier 
of the Citizens National Bank of Hope, 
Ark., second vice-president, and L. L. 
Green of the Bank of Booneville, of 
Booneville, Ark., third vice-president. 
Miss Gladys McGee, secretary of Gen- 
eral Manager Walker at the head office 
was re-elected secretary. 

Following the meeting the entire party 
was driven to Bella Vista, one of the 
large resorts in the Ozark Hills, some 
10 miles from Rogers, for luncheon. 

Dr. Huebner gave his masterly ad- 
dress the first afternoon. 


Interest in Wisconsin Politics 


MADISON, Wis., July 21.—Consid- 
erable interest is being manifested in the 
political situation that has developed in 
the rivalry between former Insurance 
Commissioner W. Stanley Smith and 
Attorney General Herman L. Ekern, 
both of whom are in running for gov- 
ernor and will compete at the primaries. 

is known, Mr. Smith has made 
many attacks on Mr. Ekern. Governor 
J. J. Blaine is a candidate for United 
States senator. It was felt here that if 
Mr. Smith lost out in the governorship 
he would be reappointed insurance com- 
missioner by Governor Blaine. Gover- 
nor Blaine had refrained up to a late 
date from endorsing Mr. Ekern’s can- 
didacy. However, Mr. Ekern and Mr. 
Blaine are running on the same ticket 
and Governor Blaine has been forced 
to recognize Mr. Ekern. This means of 
course that Mr. Smith had to attack 
Governor Blaine. It would seem there- 
fore that he is eliminated from any fu- 
ture appointment as insurance commis; 
sioner. 


Writes Insurance Play 


Vance W. McCray, an agent for the 
Peoria Life, has written an insurance 
play called “Cheating Shylock.” Al- 
though this is a propaganda play it is 
not without its artistic merits. T. L. 
Service, whose name indicates his char- 
acter is the ideal insurance agent, who 
is solicitor for his client and makes a 
real friend of him. Mr. Service advises 
his client, John E. Wise and takes care 
of him under several trying circum- 
stances. The play closes with the en- 
gagement of the insurance man’s ‘son 
and the client’s daughter. 








FIGURES ON SIX MONTHS’ BUSINESS 
SHOW GOOD GAINS OVER LAST YEAR 





EPORTS on new business paid for 

in the first six months of 1926, to- 
gether with the new business paid 

for in the first half of 1925, and the in- 
Crease in the amount of insurance in 
force since Dec. 31, 1925, as sent by the 
various companies in response to the re- 


mete ee 
George Washington Life........+--++++: 
Massachusetts Protective .........s+++s 


*Organized in 1925. 


quest of THe NationaAL UNDERWRITER, 
show very satisfactory gains in most 
cases. For the most part the figures 
are closely approximated, as exact fig- 
ures are not yet available in the major- 
ity of cases. Following are additional 
reports sent in this week: 


New Paid New Paid Inc. in Ins. 
Bus., 192 Bus., 1925 in Force 
$ 8,735,720 $ 8,869,400 $ 1,709,219 

1,923,019 2,593,343 332,757 
4,023,00 4,167,250 2,747,000 
127,768,042 128,650,928 = ..sseees 
.378,3 1,658,355 791,556 
1,686,500 ° 1,318,350 
6,427,619 3,093,738 2,177,760 
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What Isa 
Life Underwriter? 


One who executes and delivers a life insurance 
policy. In other words, a person whose businessit 
is to offer the known benefits of life insurance to 
individuals, to corporations, to partnerships, etc. 


\ 


But further, the life underwriter is one who must 
convince thoseclientsof the benefits offered. This 
means stimulating contact with human character 
and with large affairs. Some underwriters prefer 
the game of character and deal mainly with indi- 
viduals. Others prefer affairs. To them is open 
the great field of business insurance. 


Furthermore, the business of life underwriting 
pays highly for initiative and ability. 


And still more, the life underwriter offers to his 
clients a commodity which has no risk in it, does 
not deteriorate, and adds no burden of mental 
worry. The life underwriter sells absolute secur- 
ity,tthe foundation of serenity of mind. 


A Strong Company. 
Over Sixty Years in 
Business. Liberal as 
to Contract, Safe and 
Secure in Every Way 
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THE CENTRAL LIFE 
INSURANCE COMPANY 





Fort Scott Kansas 
Oldest Kansas Agency Openings in 
Company Kansas, Missouri and 
Arkansas 














AMERICAN LIFE 
REINSURANCE CO. 


OFFICES 


DALLAS, Home Office Building 
CHICAGO, 29 S. La Salle St. 








Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








A. C. BIGGER MORTON BIGGER 
President Secretary 
Cc. W. SIMPSON BERT H. ZAHNER 
Medical Director Chicago Manager 
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WEEDING OUT PROCESS 
IS NOW WIDELY USED 


Agency Managers Find It Essen- 
tial to Efficient Operation 
of Office 








NEEDED BY ALL AGENCIES 





More Aggravated Situation in Large 
Office, But Even Small One 
Encounters This Problem 





Modern agency efficiency calls for the 
weeding out process generally, in large 
and small agencies alike. It particularly 
applies to the larger agency in metro- 
politan offices, but it is equally valuable 
in any life insurance office. Agency 


managers are coming to apply it more 
and more, some of them forced into it to 
sustain profits and others taking it up 
merely as a matter of office efficiency. 

In the large metropolitan agency this 





is now an acute problem. A large staff 
magnifies the problem, as it doubles and 
trebles the number of inefficient agents 
and thus the need for the weeding out 
process. In some of the big agencies, 
where from 100 to 300 agents are affili- 
ated, it. is a considerable problem of 
agency management. The large number 
of agents of itself causes an increase in 
the number of men who are not making 
a living income and in addition the man- 
agers of the larger agencies are often 
forced to take greater chances in build- 
ing their agencies and in taking on new 
men. Where the average agency would 
take on a half dozen new men in a year, 
the large agency will sometimes take on 
that many new men in a month. In 
operating on this large scale, there is 
naturally a more intensified problem in 
connection with the inefficient agency. 


Weeding Out Found Necessary 


As a result of this, many agencies 
have inaugurated definite efficiency pro- 
rams by which the inefficient agents 
are weeded out and after a definite trial 
period are dropped from the organiza- 
tion. This is done for several reasons. 
In the first place, it is a cost to the man- 
agers and the company, as the desk 
space costs a certain amount, regardless 
of whether the agent using the desk pro- 
duces any business or not. His place 
might be filled by someone who would 





produce more business, if he were not 
there. However, the greatest cost is in 
the manager’s time, as this inefficient 
agent requires as much, if not more time 
than the star producer. The manager 


must exert strenuous efforts to develop 


this agent and devote much of his time 
in this way which could otherwise be 
directed to personal production or in- 
tensive efforts on agents of a higher 
caliber. Beyond the actual cost, how- 
ever, it is a handicap to the agency to 
have the inefficient agent hanging on, as 
it saps the morale of the organization, 
if allowed to persist. An office with 200 
or 300 agents can quickly feel the effect 
of a dozen or so men who are not mak- 
ing a living income. An agent who is 
producing less than $75,000 annually 
cannot live on what he produces and 
will naturally reflect his pessimistic 
viewpoint on the rest of the office force. 
It might require strenuous efforts on the 


part of the manager to overcome the* 


depressing effects on the other agents. 
Variety of Plans 


The agencies that have applied some 
definite weeding out program have 
adopted different rules and regulations, 
no two working alike. One very large 
metropolitan office has both a time limit 
and an account limit to which every 
agent must measure up. The agent is 
given a 12 month trial and must produce 
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at least $75,000 to qualify for continu- 
ance in the office. By the end of the 
second year, if the agent has not hit a 
$100,000 stride and indicated that he can 
maintain it, he is dropped from the or. 
ganization. This manager believes that 
$100,000 is the absolute minimum for a 
living income and in fact believes that 
no agent should continue for long jin 
the organization if he cannot produce 
$150,000. He stated, however, that his 
work in weeding out was greatly facil- 
itated by his refusal to grant aerenees 
or salaries to beginners. In this way, 
the agent who cannot produce $7: 5,000 
or $100,000 of new business in his first 
year realizes that he is not making a 
living income and, without the guaranty 
of advances or salary, takes the initiative 
in separating himself from the organiza- 
tion. This manager, however, is not 
slow to take the initiative, if the agent 
does not see the handwriting on the wall, 
and summarily drops these men from 
the roll. 

Another office, which does, however, 
grant advances for a time, has estab- 
lished a 12 months’ minimum and set 
$100,000 as the production minimum, be- 
lieving that this should be sufficient time 
to prove the work of prospective life 
underwriters. 


Also Needed in Small Office 


Weeding out is looked upon as neces- 
sary even in the smaller offices, how- 
ever. Except in the office where there 
is but a handful and the manager has 
intensive personal contact with each 
man, the same rules of efficiency apply 
as do in the case of the large metro- 
politan office. In fact, it is even more 
noticeable to the manager’s profit sheet 
as one unprofitable agent on a staff of 
12 or 15 causes more loss to the man- 
ager than a dozen on a staff of 300. Desk 
space is comparatively more valuable 
and the manager’s time must be made 
to count for more where the total office 
results are concentrated in the hands of 
a few. 

Some managers point out that no 
definite program in this connection is 
necessary except in the case of the few 
leading metropolitan agencies where the 
agency force runs into the hundreds, as 
the matter is automatically taken care 
of either by the agent himself or by the 
manager. One general agent stated that 
every agency leader must take a long 
chance in appointing a new man and, 
therefore, he is not apt to hasten into a 
new contract without thoroughly judg- 
ing and investigating the prospective 
agent. Some mistakes will be made, of 
course, both by the manager and by the 
prospective agents themselves, as every- 
one cannot always guess right as to the 
capabilities of the man or the congenial- 
ity of the work. Where such mistakes 
are encountered, however, it is the opin— 
ion of this general agent that the agent 
is generally the first man to realize it, 
as he becomes dissatisfied with a work 
that does not produce the necessary liv- 
ing income. Either the agent intensifies 
his efforts and brings his production up 
to par or the manager takes him per- 
sonally in hand and re-educates him on 
life insurance salesmanship. After a 
year or two of this combined effort, it is 
soon apparent to both manager and 
agent as to whether the latter will suc- 
ceed if he continues in the business. 


Plan Is Usually Favored 


Another general agent said that he 
never gave his new agents advances or 
a salary, requiring them to depend en- 
tirely on their commissions. As a result 
he said that he did not believe he had 
any grounds for establishing any definite 
minimum of production or minimum 
time to produce this production. He 
believes that if the agent is willing 
enough to take a chance of making his 
income in this way, the manager should 
be willing to take a chance on the pro- 
duction results and leave it to the agent 
to decide when it is time to terminate 
his connection. 

In the main, however, it seems to be 
the general opinion of agency managers 
that some definite program of weeding 





out would greatly benefit life insurance. 





+ 


an e.ea~wmaaAanenmean © @& @& 

















July 23, 1926 





LIFE INSURANCE EDITION 








— 
— 








— 


It would eliminate from the business 
those who were “giving it a black eye” 
with the public, as the satisfied agent, 
the one who is making enough to live 
on, is the one who is properly advertis- 
ing the business to the public. As one 
agency manager said, “An office of 12 
agents, each producing $500,000 annually 
is better than an office of 50 agents, each 
producing $100,000 annually. The total 
amount of business is greater in the 
case of a smaller force of this caliber, 
the office space required is vastly smaller 
and the effort to be extended by the 
manager and the agency staff is greatly 
reduced. 


Report Good Business 


The Midland Life announces that dur- 
ing the month of June their application 
receipts totalled $1,029,500. This brings 
the Midland’s half year total up to $5,- 
660,500. 

Over a period of 60 days while the 
Midland was operating on the nonmed- 
ical plan they received 600 applications 
written. without medical- examination. 
This indicates clearly that the insuring 
public and the agency force favor the 
nonmedical plan. The number of in- 
complete cases over this period was de- 
creased over 50 percent. 

The Midland also has developed a plan 
of direct mail advertising which will co- 
operate with the local agents. It is 
claimed that by this scheme the agent 
can be kept busy eight hours a day 
following up the leads which the mail 
sent out by the home office will develop. 


Change Convention Headquarters 


The annual agency convention of the 
One-Two-O Club of the Continental 
Assurance of Chicago will be held at 
West Baden, Sept. 30-Oct. 2. The con- 
vention was originally announced for 
Chicago, but due to remodeling in the 
home office building of the company, it 
was thought advisable to have the con- 
vention in more advantageous surround- 
ings, so convention headquarters will be 
at West Baden Springs Hotel. Judge 
Charles J. Orbison of Indianapolis has 
been secured as the principal speaker. 


Made Promotion Manager 


The Midland Life has appointed R. 
Emmett O’Malley sales promotion man- 
ager for the company with headquarters 
in the home office at Kansas City. Mr. 
O’Malley’s previous experience included 
several years connection with the sales 
organization of the Niles & Moser Cigar 
Company, the largest distributors of 
cigars and tobacco in the United States. 
He was later identified with the Theo- 
dore Gary interests, representing them 
in special promotion work in Ireland. 


Fraternal Sells Old Policyholders 


The Modern Woodmen, the largest of 
the fraternals, has been making a suc- 
cessful drive to induce its membership 
to increase the amount of their insur- 
ance. It now limits the amount of 
policies on one life at $5,000, which is 
available for new members between 16 
and 50. Old members under 50 may 
apply for added insurance, either entirely 
whole life or term or at least $1,000 
whole life and the remainder term, which 
it is offering at much lower rates. The 
larger amounts of $4,000 and $5,000 have 
been available for nearly a year, and 
some excellent results are reported. Mr. 
Ray says that 2,120 old members have 
applied and secured increases to these 
higher amounts to a total amount of 
$7,895,000, while 2,642 have taken out 
term certificates to a total of $5,142,000. 
Each month has shown an increase in 
the number thus taking advantage of 
the opportunity. 

Establishes Advertising Department 

Establishment of a new department to 
handle the advertising and printing of 
the Illinois Bankers Life is announced. 
A. W. Barnes, former business manager 
of the Monmouth “Review-Atlas,” a 


newspaper man of 25 years experience, 
has taken charge of the department. 





BIG BUSINESS REPORTED 


WRITE MANY GROUP POLICIES 
Prudential Insures Thousands of Em- 
ployes Throughout the Country—Sal- 
ary Allotment Grows Rapidly 





NEWARK, N. J., July 21.—Group 
life insurance goes on increasing at a 
remarkably steady and rapid rate as is 
evidenced in a late report of the Pru- 
dential which announces that it has 
recently written such coverage for work- 
ers in 16 industrial and business or- 
ganizations located in various sections of 
the country from coast to coast. The 
16 group policies protect a total of 4,350 
employes ,both men and women, by 
providing $5,215,000 of insurance. With 
the exception of two, the entire costs of 
which are borne by the employing or- 
ganizations, all of the policies are of 
the contributory type. 

The Prudential also announces a 
steady growth in salary allotment in- 
surance which is now only a little more 
than a year old. In recent weeks 12 
organizations in 10 different cities have 
taken out this form of insurance with 
the Prudential. 


Continental Managers Met 
WILMINGTON, DEL., July 


Managers of the Continental Life from 
various sections of the country were in 
session at the headquarters of the com- 
pany here for three days last week, con- 
sidering problems of common interest. 
Their deliberations were presided over 
by J. Marshall Holcombe, manager of 
the Life Insurance Sales Research Bur- 
eau, who directed the discussion of such 
pertinent subjects as the selection of 
agents, training of new men, and the 
duties and opportunities of resident man- 
agers. Inspiring talks were also made 
by President Burnett and other execu- 
tives of the company. It is planned by 
the management of the Continental Life 
to have five days gathering of its re- 
cently appointed agents the latter part 
of September. The Company is steadily 
broadening its field organization, a late 
important managerial appointment being 
that of J. W. Mann, for practically the 
entire North Carolina territory. Mr. 
Mann, is an experienced life underwriter 
who has a creditable production and or- 
ganization record. His headquarters will 
be at Raleigh. 


21.— 


Many Agencies Had Increase 


The Bankers Life of Iowa did a busi- 
ness of $23,548,792 during June. This is 
the high water mark in the way of 
monthly production for the company. It 
exceeds by $1,500,000 the production of 
the next best month, which was June of 
1925. The Bankers Life salesmen also 
had a banner day on June 30, when they 
sold $4.541,350. 

One of the leading contributors to this 
achievement was Joseph Janciar. He 
produced $267,250 during June. Ejight- 
een salesmen produced $100,000 or more; 
35 produced $75,000 or more; 97 pro- 
duced $50,000 or more; 336 produced 
$25,000 or more; and 525 produced $15,- 
000 or more. 

Two agencies of the company had ag- 
gregates for the month in excess of $1,- 
000,000; 7 had $750,000 or more; 14 were 
over the $250,000 mark. 

Walter B. Mahaffa of the company’s 
central Iowa agency had the greatest 
number of applications. His production 
of $231,500 involved 117 applications. 


Dr. Huebner to Lecture 


Dr. S. S. Huebner of the Wharton 
School of Finance & Commerce of the 
University of Pennsylvania will be the 
main feature at the agency convention of 
the Midland National Life of Water- 
town, S. Dak., at Lake Kampeska, Aug. 
3-5. Dr. Huebner will speak at every 
session. 
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Brotherly Cooperation 


Explains the success of Brotherhood work. 


Officers, members, workers and Prospects have 
Common Ideals and Common aims. 


Community of interests fosters brotherly coopera- 


tion between the Home Office and the Field. 


Agents find easy approach and strong appeal. 


Lutheran Brotherhood 


1254 McKnight Bldg. 


Minneapolis, Minn. 


Was Going to Take $5,000 
—But He Took $35,000 


“I thought that a $5,000 policy was all I needed, but after studying 
the chart you and your home office worked out for me, I decided I 
needed $30,000 more. This is the first intelligent advice given me 
by a life insurance agent and it pointed out to me what I really 
could do with life insurance. Kindly accept my sincere thanks for 
this service . = 


Are you selling Policies because the prospect needs more insurance 
or are you suggesting a program to cover his needs? Each policy 
is an integral part in the program. One is a cleanup fund. An- 
other is a life income for his wife, Others are for education for the 
children. And so on. 


The home office of the National Savings Life plays an important 
part in the rendering of such a service to the prospects of their 
many agents. 
What is the result of such service? For full particulars address 
in confidence, Mr. Louis A. Boli, Jr., Agency Director, at the ad- 
dress below. 


he 
NATIONAL SAVINGS 


lt SS 
INSURANGE GOMPANY 


HOME OFFICE 
WICHITA, KANSAS 


Branch Offices ST. JOSEPH, MO. 


LE ROCK, ARK. 
DALLAS,, TEXAS 


LITT! 
ST. LOUIS, MO. 
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THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 
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HE Southern States Life, organ- 
ized in 1906, has an enviable 
record—20 years of honorable and 
successful relations with agent 
and policyholder. 


During this time the company has 
been cultivating and serving well 
its field—Dixie. 


Today there is opportunity in 

Dixie—the South is awaking in- 
dustrially. To men who are un- 
attached and to new men the 
Southern States has an attractive 
proposition. 


Wilmer L. Moore, 
PRESIDENT 



































COMPLETE COVERAGE 
FROM A SINGLE SOURCE 


Life Health Accident 
Life Policies—Disability Policies—Accident 
Policies 





Sub-Standard Standard Super-Standard 
One Correspondent One Contract 
7H & A and Auto Injury Forms Group Protection 


WE WANT REPRESENTATIVES in Ohio, Indiana, Kentucky, Michi- 
gan, Pennsylvania, West Virginia, Texas, Oklahoma, California. 


TELL IT ALL in your first letter—your confidence will be duly respected 
pending your decision to accept or reject. 


THE OHIO STATE LIFE INSURANCE COMPANY 


! COLUMBUS, OHIO 





One Company 
@ Popular Life Forms 



























If If 

Territory does make a difference You are a producer 
If If 

Close co-operation is necessary You believe in yourself 
If If 

A friendly interest is needed You want a REAL job 


Write or wire 


S. M. CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 

















Cincinnati, Ohio 
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SOME RECENT COURT DECISIONS IN 
THE FIELD OF LIFE INSURANCE 








‘Finding of jury that copy of applica- 
tion for life policy was not legible held 
not supported by evidence. Misrepre- 
sentation of insured that he had not 
consulted a physician within five years 
held concealment of material fact. In 
Bellestri-Fontana vs. New York Life, 
supreme court of Michigan, 208 N. W. 
427, an action was brought to recover 
on a policy. In the application the in- 
sured stated that he had not within five 
years consulted a physician. 

The application was made on June 2, 
1922, and insured died Sept. 13, 1922, 
following an operation for gastric-ulcer. 
The company denied liability on the 
ground that insured had made false rep- 
resentations in his application. 


Had an X-Ray Taken 


The evidence tended to show that the 
insured had an x-ray taken of his stom- 
ach a few months before signing the 
application. The evidence also showed 
that the insured had consulted a physi- 
cian at this time. 

The law required that a copy of the 
application for policy be attached there- 
to. A photographic copy of the appli- 
cation was attached to the policy in 
compliance with the above provision of 
the law. 

Upon the trial the jury found that the 
copy of the application was not reason- 
ably legible, and returned a verdict in 
favor of the beneficiary. On appeal the 
higher court in reviewing the record, 
reversing this judgment, and ordering 
judgment in favor of the company, said: 


Said Copy Was Legible 


“A photographic copy of the applica- 
tion, slightly reduced in size, was at- 
tached to the policy. The circuit judge, 
sua sponte, instructed the jury that such 
copy must be reasonably legible to a 
person having normal eyesight when 
examined under ordinary conditions of 
daylight, and, if they found it was not 
reasonably legible, then to return a ver- 
dict for plaintiff. The jury found it 
was not legible, and rendered verdict 
for plaintiff. 

“We have the photographic copy _be- 
fore us, and this was all the jury had, 
for there was no testimony given on 
the subject. The copy is clearly legible 
and in the absence of testimony tend- 
ing to question the obvious the subject 
should not have been submitted to the 
jury. 

Should Have Been Directed Verdict 


“Defendant was entitled to a directed 
verdict under the undisputed evidence. 
The court should have entered judgment 
for defendant notwithstanding the ver- 
dict of the jury. 

“Whether the applicant for the in- 
surance was aware of his stomach 
trouble or not was of small moment at 
the trial, for the evidence is conclusive 
that he did know he had consulted a 
physician about three months before and 
that an x-ray had been taken and yet 
he represented he had not consulted a 
physician within five years. He con- 
cealed a material fact by a false repre- 
sentation. 


Company had Right to Information 


“The insurer had a right to know that 
he had consulted a physician, the appli- 
cation called for such knowledge, and, 
if it had been imparted, the insurer 
could have been investigated. * * * 

“The false statement bore a direct 
relation to acceptance of the risk and 
the hazard assumed by the insurer. * * * 

“The judgment is set aside, with cost 
to defendant, and notwithstanding the 
verdict of the jury, the case is remand- 
ed to the circuit court, with direction to 
enter judgment for defendant.” 

>» 

When Fraud of Insurance Company’s 
Agent Will Vitiate Policy—Where an 
agent, acting in collusion with the appli- 
cant, even though he is acting within 
the apparent scope of his authority, per- 





petrates a fraud upon the insurance com- 
pany by making false and fraudulent rep- 
resentations upon which the insurance is 
obtained, such fraud will vitiate the 
policy. In this case, the burden of proof 
of collusion was not sustained by the 
insurance company. — Bankers Reserve 
Life vs. Crowley, Sup. Ct., Arkansas, 
May 17. 
x * . 

LIFE—ADD Recent Ct Decisions .. 

Life Policy Which Had Lapsed Held 
Not Reinstated Until Conditions Speci- 
fied Had Been Complied With.—In 
Muckler vs. Guarantee Fund Life Asso- 
ciation, supreme court of South Dakota, 
208 N. W. 787, an action was brought 
to recover upon a life policy. The in- 
surance company defended on _ the 
ground that the policy had lapsed and 
was not in force when the insured died. 
The evidence tended to show that in- 
sured defaulted in the payment of tie 
third annual premium; that thereafter 
the insured made an effort to have the 
policy reinstated; that before the appli- 
cation for reinstatement had been acted 
upon the insured was accidentally killed. 

The trial of the cause resulted in a 
judgment in favor of the plaintiff bene- 
ficiary. On appeal the higher court in 
reviewing the record and in reversing 
this judgment, said: “Had the truth 
been disclosed, we do not think the com- 
pany would have been unreasonable in 
refusing to reinstate until additional 
proof of insurability was furnished, in- 
cluding a physical examination of the 
insured by one of its physicians. It is 
not bound to accept the verdict of a jury 
found upon evidence given by non-ex- 
pert witnesses of the insurability of an 
applicant. Such is not the satisfactory 
proof contemplated by the contract. 
When the company has not in fact ap- 
proved the proof, the law will not ap- 
prove it and compel the company to be 
satisfied therewith, unless it is of such a 
character that to require more would be 
unreasonable. Respondent having failed 
to show a reinstatement of the insurance 
covered by the policy, her action must 
fail. The judgment and order overruling 
a motion for new trial is reversed.” 


Sales Research Bureau Moves 


The Life Insurance Sales Research 
Bureau of Hartford, which was first 
launched five years ago, has moved from 
its old quarters in the building occupied 
by the Hartford Fire for more than 50 
years, to the residential district of the 
city, where it will be a neighbor of the 
Connecticut Mutual Life. In moving to 
the residential district it is following the 
example of the Connecticut Mutual, the 
Connecticut General, Phoenix Mutual, 
Aetna Life and a number of fire insur- 
ance companies. 


Announce Club Leaders 


The Ohio State Life of Columbus an- 
nounces the organization of its new 
$100,000 club with William H. Hecht of 
Celina as president. Among other 
members are J. L. Wikof, Indianapolis; 
M. E. Schieber, Marion; Dezso Garay 
of Cleveland, and Martin J. Lesnak, 
Youngstown. Mr. Hecht recently in- 
sured the six Dues brothers of Mercer 
county, Ohio, for a total of $28,000. 
Hecht has made a specialty of insuring 
whole families. 


Evans is Vice-President 


The Home Life of Arkansas an- 
nounces the election of Charles T. 
Evans as vice-president of the company. 
Mr. Evans is a prominent citizen of Lit- 
tle Rock. He was formerly with the 
Union Trust Company oi of Little Rock. 


Sun Life in Mases in Massachusetts 


The Sun Life of Canada has been 
licensed in Massachusetts. A. Stanford 
Wright of Boston has been appointed 
the first agent. 


July 2 


| 








rh 








26 


u 








July 23, 1926 





LIFE INSURANCE EDITION 


13 





— 








Aiding the Approach 


HE attractive folders and book- 

lets prepared for agent distribu- 
tion are of inestimable value in 
aiding the approach. 


Well written, strikingly illustrated, 
and printed on high grade papers, 
they present the advantages of in- 
surance in an interesting and 
appealing manner. 


S. T. WHATLEY 
General Agent 
fEetna Life Insurance Company 
Suite 2043—230 S. Clark St. 
CHICAGO, ILLINOIS 


Policyholders’ Savings 


The Midland Mutual Life believes in the annual 
distribution of mortality savings and excess interest 
earnings. For that reason extra dividends are de- 
clared as often as possible and added to the liberal 
dividend schedule now effective. Exceeding low 
mortality together with high net interest earnings 
indicates that large extra dividends will be dis- 
tributed. 


“Performances in excess of promises” is our 
slogan. 


If you want to build a general agency of your 
own with a real policyholders’ company write today. 


Opportunity knocks at your door in IIlmois, 
Indiana, Michigan, West Virginia, Pennsylvania, 
Maryland, New Jersey, District of Columbia and 
Virginia. 


The 


MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 























T 99% 


Of all applications accepted. Would these facil- 
ities for placing insurance interest you? 


Our 1925 experience: 


Policies issued as applied for, more than 93%. 
Policies issued on modified basis, 5%. 
Actual rejections, less than 134%. 


Many of the 134% rejections can now be written 
on the Company’s Personal Life Income policy 
for rejected risks, bringing acceptances up to 99%. 





Actual to expected mortality, 39%. 
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General Agent Wanted for Pittsburg, Pa. 
Other good openings. For information address: 


The Ohio National Life 


Insurance Company 
CINCINNATI, OHIO 


T. W. Appleby E. E. Kirkpatrick 
President Sup’t of Agents 


























‘‘Underwriters— 


Notice’’ 


“POOR RICHARD” said— 
“All that glitters is not gold.” 
Promises and Percentages may be made 
to “glitter”>—BUT 


. The real gold that an Agency contract 
Eureka, Calif. puts into your pants pocket is the real 
Fresno, Calif. measure of that contract. 


Santa Barbara, Calif. 
DURING RECENT YEARS 
sort Ways, tnd. THE RENEWAL INCOME 





OPENINGS AT 


cay nfo PAID MINNESOTA MUTUAL 
outh Bend, In AGENTS AVERAGED AP- 
Springfield, Ind. PROXIMATELY— 

Terre Haute, Ind. 

Burlington, Iowa 1. For Agencies less than five years old 
Pueblo, Colo. $3,500. 

Denver, Colo. 2. For Agencies up to seven years old 
Grand Rapids, Mich. $6, 


Cincinnati, Ohio 3. For Agencies over ten years old 


Columbus, Ohio 


Dayton, Ohio REMEMBER THAT’S JUST 
Springfield, Ohio RENEWALS!!!!! 

peed ag These men know how real gold 
El Paso, Texas glitters—and they know it paid 
Cheyenne, Wyo. them to get and keep an Agency 
Richmond, Va. contract that is right. 

Roanoke, Va. 

Wenatchee, Wash. For one like it write 











THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


ST. PAUL, MINNESOTA 
Now a $125,000,000 company 
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Compulsory Life Insurance 


Dr. S. S. Huepner, well known insur- 
ance specialist connected with the 
Wharton School of Finance, University 
of Pennsylvania, recommends that a 
statute be passed requiring that before 
a marriage ceremony is performed and 
a new home established, a minimum 
amount of life insurance be required. 
While life insurance men in general 
preaching the gospel of life insurance 
want to see every possible dollar car- 
ried, yet undoubtedly they would hesi- 
tate to advocate a compulsory law along 
the line Dr. Huepner suggests. Com- 
pulsory insurance is but a step toward 
state insurance or at least there is al- 
ways the danger of the state getting 
into the insurance business when «om- 
pulsory insurance is required. Recently 
the Chicago “Journal of Commerce” 
commented on some observations by the 
English writer, H. G. Wetts, the cap- 
tion being “Wells on Life Insurance.” 
The “Journal of Commerce” editorial 
is appropriate in connection with the 
recent suggestions which were made by 
Mr. Huesner: ; 

“H. G. Wells, whose excursions in 
and out of socialism are well advertised 
by himself, would make life insurance 
for the benefit of wives compulsory at 
marriage, with an additional policy at 
the birth of each child. This would 


Lire men realize that there is consid- ~ 


erable waste of time and energy in 
their business. Their main object is to 
reduce this to a minimum. Probably 
the greatest waste comes from not se- 
curing a settlement at the time the ap- 
plication is taken. Some people will 
sign on the dotted line, go through the 
medical examination and then when the 
policy is delivered, devise some excuse 
for not taking it. Thus the agent’s 
work is all for naught. An agent can 
very deftly show an applicant how it 
will be to his great advantage to make 
an immediate settlement and bind the 
policy. 


mean, of course, government insurance 
and a bureau to run it, with constabu- 
lary powers to run down delinquents 
and inflict penalties. Thus poverty of 
widows and inability to provide educa- 
tion for orphans would be banished, and 
society at large approximate an ideal 
state. Poverty is the great enemy of 
man. Let government banish it. Those 
are the ideas behind the Wells attitude 
on life insurance. 

“But to guarantee husbands financial 
ability to keep up life insurance for 
wives and children it would become nec- 
essary for government to provide em- 
ployment for all men sufficient to pay 
premiums after meeting family ex- 
penses. Then homes, as the foundation 
of family life, would have to be pro- 
vided, and in sequence all the enlight- 
ened duties of married life would come 
under government supervision entirely, 
and communism would be the only pos- 
sible resort. 

“Beautiful pictures are drawn by men 
of the Wells type, all subversive of the 
principal of individual liberty and initi- 
ative under which the United States has 
become the leader of the world in pros- 
perity, human happiness and right liv- 
ing. Life insurance? Yes. But let it 
come from a sense of duty, not a gov- 
ernment decree.” 


Getting Settlement With Application 


Some general agents es great pride 
in having a high percentage of binding 
cases in their agency. They will insist 
on their men getting enough premium to 
bind the application. Companies differ 
in their practice as to what percentage 
of the premium must be collected to have 
a binding receipt issued. The opinion 
prevails that many agents are afraid to 
ask for the settlement because they fear 
lest the applicant become incensed and 
withdraw the application. The men of 
largest experience declare that agents 
with a little more backbone can easily 
get some kind of a settlement and thus 
reduce the waste of not taken policies. 


Missionary Calls 


_ THe Biaketey Printinc Company of 
Chicago, one of the large concerns of the 
city, in a recent bulletin gives some advice 
to salesmen that can well be heeded. For 
instance it suggests that salesmen make 
three “missionary calls” a day. It means 
by “missionary calls,” firms or concerns 


that have never dealt with the house. This 
company says that as a salesman grows 
older he seems to stick more closely to his 


old customers and makes fewer calls, es- 
pecially on strangers. The BLAKELEY 
Company thinks that this is a dangerous 
habit and should be stopped. It advises 
its salesmen to school themselves to make 
three calls on people with whom they 
have not been in contact or who are not 
customers of the house, so that they can 
keep building up outside prospects all the 
time. 
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Gerard S. Nollen, president of the 
Bankers Life of Des Moines, together 
with Geo. W. Fowler and W. W. Jae- 
ger, vice president of the company, left 
this week for Springfield, Mass., to visit 
the home offices of several life insurance 
companies in order to obtain information 
as to efficient insurance office planning, 
which information will be used in plans 
for the new home office to be erected. 
Enroute home the officials will attend 
an agency meeting in Pittsburgh, where 
they will be joined by O. B. Jackman. 
assistant director of agencies, who will 
leave the city later. 


Frederick J. Kuhlemeier, secretary of 
the Merchants’ Life of Burlington prior 
to its merger with a Des Moines com- 
pany and prominent for several years in 
the insurance field in this state, died last 
Friday at his home in Burlington after 
a long illness. He was 53 years old and 
in recent years had been associated with 
various industrial enterprises. He was a 
native of Charles City, lowa, March 10, 
1873. The widow, a daughter and two 
brothers survive. 


The Connecticut Mutual Life has got- 
ten out a very tasty booklet in tribute 
to Henry Robinson, late presi- 
dent who died at Nassau, Bahama Is- 
lands, March 3, of this year. A very 
life-like cut of Mr. Robinson appears to- 
gether with tribute to his memory by the 
directors of the Connecticut Mutual 
Life, the Hartford Trust Company, the 
vestry. of Trinity parish, the executive 
committee of the Association of Life 
Insurance Presidents, the trustees of the 
Mechanics Savings Bank, the board of 
trustees of Wadsworth Atheneum, trus- 
tees of Watkinson Library, the directors 
of the Hartford Fire, Hartford “Cour- 
ant,” New Haven “Journal-Courier,” and 
the Hartford “Times.” 


The oldest agent of the Northwestern 
Mutual Life, George Nelson Reynolds, 
senior member of the firm of G. N. & 
G. K. Reynolds, general agents at Lan- 
caster, Pa., died recently. 

Mr. Reynolds was born at Lewiston, 
Me., Oct. 30, 1842. He owed the fact 
of his engaging in the life insurance 
business to an attack of typhoid fever 
contracted during the Civil War. Dur- 
ing his convalescence he solicited life 
insurance. He was successful from the 
start. His first connection was his gen- 
eral agency appointment for the Man- 
hattan Life in Wisconsin and Minne- 
sota. 

In 1870 he returned east general 
agent for the Union Mutual in Phila- 
delphia. In 1877 he de his general 
agency contract for the Northwestern 
Mutual at Lancashire where he had 
since continuously represented that 
company. 


M. E. Singleton, president of the Mis- 
souri State Life, is vacationing on the 
Pacific Coast. He paid a visit to the 
San Francisco, Cal., branch office and 
was entertained by the agency organi- 
a at a luncheon in the Commercial 

ub. 


Morris W. Kline, agent for the Mutual 
Life of New York, led the Cleveland 
Agency for the month of June. He 


‘wrote 79 applications for a total of $304,- 


000. This is a record for number of 
applications written and examined in a 
single month in the Cleveland Agency. 
Besides writing life insurance Mr. Kline 
has a local agency doing a large fire 
and casualty business. During the 
month of August Mr. Kline will at- 
tempt to write 100 applications with a 
binding receipt attached. 


George Nelson Reynolds, senior mem- 
ber of the firm of G. N. & G. K. Rey- 
nolds, general agents for Northwestern 
Mutual Life at Lancaster, Pa., died at 
his home there recently. He was the 
company’s oldest agent in point of serv- 








ice, having made his first general agency 
contract on Oct. 10, 1877, nearly 49 
years ago. He was born in Lewiston, 
Me., on Oct. 30, 1842. Mr. Reynolds 
was in the insurance business practically 
all of his life. He contracted typhoid 
fever while in the United States army 
and during his convalescence he tried 
selling life insurance. He accepted the 
general agency of the Manhattan Life 
in Wisconsin and Minnesota, and in 1870 
he returned east as general agent for 
Union Mutual in Philadelphia. In 1877 
he became general agent for Northwest- 
ern Mutual Life at Lancaster. 


Dr. O. M. Knox of St. Petersburg, 
Fla., son of Col. Thomas M. Knox, 
veteran general agent of the Lincoln Na- 
tional Life in Chicago and himself a 
former resident of that city, was killed 
last week in an automobile accident near 
Paris, according to a cablegram received 
from Colonel Knox, who was accom- 
panying his son on the European trip, 
for which they left this country early in 
May. Dr. Knox practiced medicine in 
Chicago for a number of years before 
removing to St. Petersburg and acted 
as medical examiner for a number of life 
companies in that city. He served as 
an officer in the navay during the World 
War. He was a brother-in-law of J. J. 
Spear, manager of the life insurance 
department of Fred S. James & Co. 
of Chicago. 


Vice-President John A. Stevenson of 
the Equitable Life of New York was in 
Chicago last week for a conference with 
H. F. Berls, Chicago district manager, 
and the Chicago general agents. 

H. N. Hansen, an Illinois salesman for 
the Merchants Life of Des Moines, has 
just completed the feat of writing an 
application a day for 100 consecutive 
days. This was accomplished by making 
six interviews a day, in accordance 
with the plan mapped by the company’s 
“ambition book.” Mr. Hansen ranked 
12th among the company’s producers for 
June. 

One of the interesting members of 
the Business and Professional Women’s 
Clubs, in national convention in Des 
Moines last week, is Mrs. Alethea R. 
Wells, formerly of Waterloo, Ia., and 
now a representative of the Central Life 
of Deg Moines at Eugene, Ore. Through 
her st¥cessful salesmanship she has won 
a trip to the company’s convention in 
Denver and the gold $100,000 Club em- 
blem. In spite of her club and business 
interests she finds time to be chiefly in- 
terested and helpful to her husband and 
three sons. 

Effective Aug. 1, Dale R. Schilling 
will be. transferred from New York to 
Louisville as associate editor of the 
“Insurance Field.” He has served in 
New York for more than a year and 
previously was with the “Insurance 
Field’s” Chicago office. His successor 
as associate editor at New York will be 
John J. Jasper, who for the last year 
has been working in that office to a con- 
siderable extent as assistant to Mr. 
Schilling. 

Henry Loucks, vice-president of the 
Peoria Life, died last Friday. His death 
was the end of a five year’s illness. He 
was 63 years old. When, in 1908, Em- 
mett May, the late E. J. Case and G. 
W. Van Fleet organized the Peoria Life 
they called in Mr. Loucks. No small 
part of the success of the Peoria organ- 
ization has been due to this wise choice 
of its promoters when the company was 
in its infancy. 

Mr. Loucks was given the responsi- 
bility of superintending the agency 
board. He drilled his men so master- 
fully and generously as to win the loy- 
alty and affecton of his force. In 1921 
the sales force installed a bronze tablet 
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to Mr. Loucks in the home office. This 
tablet was unveiled at a conference of 
the company managers in 1921. In 1910 
Mr. Loucks was made superintendent of 
agents for the Peoria Life. In 1922 he 
was elected vice-president. He held 
membership in the Life Agency Officers 
Association and has been active in inter- 
national gatherings. 

The break in Mr. Loucks’ health came 
in 1921. Since then he has suffered a 
steady decline due to heart trouble and 
diabetes. 

Henry Loucks, the son of the Hon. 
Hiram and Amanda Loucks, was mar- 
ried in Sandwich on Feb. 1, 1887 to 
Miss Melissa Quillhot, who survives him 
with her two daughters Mrs. Ione May, 
and Mrs. Helen A. Bruninga. Mrs. 
May is the wife of Walter E. May, 
agency vice-president of the Peoria Life. 

Mr. Loucks’ extra insurance activities 
included his position as vice-president 
and director of the Bank of Peoria, vice- 
president of the Pere Marquette Hotel 
Company. He was a member of the 
Crevecoeur Club and the Automobile 
Club. 

Mr. Loucks’ passing is mourned by 
the insurance fraternity. 


L. Alexander Mack, president of the 
“Weekly Underwriter” of New York, 
has been ill since the death of his 
brother, Wilfred W. Mack, but is now 
on the way to recovery. 

Wilbur M. Johnson, vice-president 
and actuary of the Royal Union Life, 
is the father of twin sons, born last 
week. 


Robert C. Newman of the St. Louis, 
Mo., branch office was the leading per- 
sonal producer of the Missouri State 
Life Insurance Company of St. Louis, 
Mo., during June. His volume for the 
month was in excess of $471,000. H. C. 
Lorick of the Lorick & Vaiden Agency, 
Augusta, Ga., had the leading agency for 
the company while E. D. Finch, man- 
ager of the Newark, N. J.; branch won 
= honor of being the leading branch 
office. 


W. H. Wood, inspector of agencies 
of the gulf department of the New York 
Life, died in Memphis on July 7. Mr. 
Wood, familiarly known to all the com- 
panies as “Billy” was one of the com- 
pany’s great stand-bys. He went with 
the New York Life in 1889 at St Paul 
as bookkeeper. In 1892 he was trans- 
ferred to Memphis and in 1911 was made 
inspector of agencies. 


Darby A. Day of Los Angeles, Cal., 
formerly Chicago manager of the Mu- 
tual Life of New York, is spending a few 
weeks in Chicago, making his headquar- 
ters at the Hotel Churchill. Mr. Day 
feels the lure of his old calling and may 
get back into it in some fashion. 
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SEVERAL EQUITABLE CHANGES 





Winchester Is Manager at Richmond, 
Ind., Day Is Given All of Mary- 
land—Others Named 





The Equitable of Iowa announces sev- 
eral important changes in its agency 
forces. G. H. Winchester has been ap- 
pointed agency manager at Richmond, 
Ind., to succeed the agency firm of 
Rossey & McCoy, recently resigned. Mr. 
Winchester has had about six years’ ex- 
perience in the insurance business. His 
home was originally in New York state, 
and he received his education at Syra- 
cuse University. After leaving the Uni- 
versity, he entered Y. M. C. A. work, 
and was engaged in this for several 
years, retiring as boys’ work secretary 
of the Youngstown, O., Y. M. C. A. to 
enter the insurance business. His first 
iNsurance experience was obtained as a 
member of a general insurance agency, 
but during the past several years, he 






















































Bobby Jones 
Should Win 


No wonder Bobby Jones continues 
to win championship golf matches. 


He knows his game and he loves it. 


Life insurance salesmen who top the 
list know their business and love tt. 


The agent who knows that he knows 
and who is enthused about his service 1s 
sure to beat the fellow who just peddles 
policies. 


For this reason The Lincoln National 
Life trains its new men in the funda- 
mentals of life insurance and then sup- 
ports them in their field work by a close 
and earnest contact that arouses and 
sustains enthusiasm. 


This policy of education and cooper- 
ation has a direct bearing on the new 
production marks The Lincoln Nation- 
al Life is setting these days. 


Gent uP fw rue (LINCOLN) 
The 


Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character”’ 














Lincoln Life Building Fort,Wayne, Ind. 
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has been connected with the Provident 
Mutual Life. 

The Equitable Life has promoted 
Newell C. Day, general agent of the 
company at Johnstown, Pa., to be 
agency manager for Maryland, including 
the eastern shore, with headquarters at 
Baltimore, with the exception of two 
counties which report to the Harris- 
burg, Pa., agency. Mr. Day is one of 
the youngest agency managers with the 
Company, and has spent his entire life 
insurance work in the company’s service. 
Starting as an agent in Kokomo, Ind., 
his success brought him a promotion in 
the form of a district agency at Lafay- 
ette, and later he was transferred to 
Fort Wayne, Ind., as district agent. In 
both these positions he did excellent 
work for the company. A little over a 
year ago he was advanced to the posi- 
tion of general agent at Johnstown, Pa., 
and his success at that point has brought 
for him supervision of what is destined 
to be one of the largest agencies of 
the company. 

To succeed Mr. Day, the company 
has promoted George J. Brown, district 
agent, at Lafayette, Ind., to the general 
agency at Johnstown, Pa., Mr. Brown 
taking charge of the agency June 25. 
Mr. Brown is a graduate of Purdue 
University, and received his first taste 
of life insurance work while a student 





in that University. Mr. Brown has been 
district agent at Lafayette since 1924, 
tand has made a fine record in that city. 
He was recently elected president of the 
Lafayette Association of Life Under- 
writers. W. G. Eversman has been pro- 
moted to succeed Mr. Brown as district 
agent for the company at Lafayette, Ind. 





CONTINENTAL FIELD CHANGES 
Several New General Agents in Various 
Sections of the Country Named 
by Chicago Company 





The Continental Assurance has an- 
nounced a number of agency appoint- 
ments in various sections of the field. 
The T. E. Braniff & Co. agency of Ok- 
lahoma City, one of the largest agen- 
cies in the southwest, has been ap- 
pointed general agent for the company, 
to cover Texas only for the present. 

Frank Copper has been appointed gen- 
eral agent at Columbus, O. Mr. Copper 
has been with the Equitable of Iowa at 
Columbus for a number of years, going 
with that company immediately after its 
graduationsfrom Ohio State University. 

I. J. Rosenblum has been appointed 
genes agent for the Continental at 

iami, Fla. 





Elconan Saulson, formerly a star pro- 


ducer for the Continental Mutual at De- 
troit, has been appointed general agent 
for the Continental in central Florida, 
with headquarters at Mt. Dora. 





A. M. Armstrong 


Agency Director Harry D. St. John of 
the Alamo Life announces the appoint- 
ment of A. M. Armstrong, Sweetwater, 
Tex., as district manager for northwest 
Texas, including the counties of Steph- 
ens, Eastland, Brown and McCulloch, 
and west of the New Mexico line. Mr. 
Armstrong will have ‘headquarters at 
Sweetwater. He has been prominent as 
a personal producer in that territory for 
the past three years. 





P. H. Hoge, Jr. 


The Prudential announces the opening 
of a new ordinary agency in Louisville 
under the supervision of Peyton H. 
Hoge, Jr. 

This office will cover the entire state 
of Kentucky with the exception of Pike, 
Floyd, Martin, Boone, Kenton and 
Campbell counties. Boone, Kenton and 
Campbell will remain attached to the 
Prudential’s Cincinnati ordinary agency, 
while Pike, Floyd and Martin will be 
transferred to Johnson City, Tenn. 

Mr. Hoge has been a successful Pru- 
dential representative more than 12 
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Offering Something New and Different 


to 


GENERAL AGENTS 


Arkansas, Kansas, Missouri, Ohio, Oklahoma, Pennsylvania and Texas 





PROSPECTS OR “SUSPECTS?’’ 





nine years. 
College. 


We have devised a unique PRE-APPROACH PLAN which ABSO- 
LUTELY transforms “Suspects” into PROSPECTS. 


' 

| 

A NEW CHILD’S EDUCATIONAL ENDOWMENT POLICY 

insuring the child as well as the beneficiary—a “TWO-IN-ONE 

CONTRACT” waiving further premium payments in event of death 
or disability of the parent or guardian. 

| medical up to $2,000.00 
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A closing argument in pictures and facts put up in a convenient 
CANVASSING PORTFOLIO which aids in securing the “name on 
the dotted line.” This brings both the sense of sight and hearing 
into play and PRODUCES BUSINESS that would otherwise be lost. 


| 
Many other NEW FEATURES in the making that will materially 





assist our representatives. 


This contract is non- 
and insures children from one day old to 
Paying in monthly sums when the child is ready for 
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years, having first enrolled in Louisville, 
May 1, 1914. His serice was broken 
only during the war period, when he 
served as an officer with the A. E. F. 





c. F. Bunn 


The George Washington Life an- 
nounces the appointment of C. F. Bunn 
as general agent at Huntington, W- Va., 
controlling the Huntington, Logan and 
Williamson field. Mr. Bunn is an ex- 
perienced life underwriter, having been 
formerly connected with one of the large 
companies of New York City. 





Mutual Trust Appointments 


Following the recent announcement of 
the entrance of the Mutual Trust Life 
of Chicago into Florida, A. E. Pickard 
of Orlando has been appointed general 
agent for that state. Other appointments 
are: C. L. Stevenson, general agent, 
Minot, N. D.; R. G. Myrland, general 
agent, Albert Lea, Minn.; T. L. Baken, 
general agent, Kirksville, Mo.; Frank D. 
White, general agent, Seattle, Wash.; 
Ralph D. Craig, general agent, Yakima, 
Wash. 





C. E. Dicken and F. E. McAnear 


The Home Life of Little Rock, Ark., 
announces the acquisition of two promi- 
nent educators to their staff. Dr. C. E. 
Dicken, M.A., LL.D., and D.D., will 
establish a general agency for the com- 
pany at El Dorado, Ark. Until recently 
Dr. Dicken has been president of the 
Ouachita College. The other educator 
is Frank E. McAnear who was superin- 
tendent of schools at Warren, Ark, Mr. 
McAnear will build a district agency at 
Russellville. 





O. L. Allanson 


O. L. Allanson, Cornell College Al- 
umni director, who recently resigned 
that post, has been appointed assistant 
field manager for the Cedar Rapids 
branch of the Travelers. He will make 
his headquarters in Cedar Rapids. 


Burt N. Sellner 


The Northern Life of Seattle has ap- 
pointed Burt N. Sellner assistant agency 
manager of the Felthouse agency in 
Oakland, Cal. Mr. Sellner was formerly 
district manager for another company in 
Oakland. an Lal 


Stanley K. Coffman 


Stanley K. Coffman of Fort Wayne, 
Ind., has become general agent of the 
Connecticut Mutual Life at Columbus, 
O., succeeding John E. Norman, whe 
has gone to Florida. 











Fidelity Mutual Changes 


The Fidelity Mutual Life announces 
the following recent agency appoint- 
ments: 

Charles E. Wiggin has _ assumed 
charge of the central New Hampshire 
field. He is making his headquarters 
in Laconia. 

J. Harvey Murphy was appointed 
manager at Nashville, Tenn. 

Plummer & Meli were appointed man- 
agers for Delaware, with headquarters in 
Wilmington. R 

A. Wayne Toy has assumed charge of 
southwestern Indiana with offices in 
Evansville, and J. P. Borgerding has 
become manager of the New Albany, 
Ind., territory. ’ 

P Holland has been appointed 
manager of southern Vermont, with 
headquarters in Rutland. 


E. L. Ragland 


E. L. Ragland, manager of the Fidelity 
Mutual Life at Jackson, Miss., has re- 
signed. Mr. Ragland has had a splendid 
30 years’ affiliation with the Fidelity Mu- 
tual. He was forced to give up wor 
because of poor health. 





W. T. Pittman 


The Merchants Life of Des Moines 
announces that W. T. Pittman has r@ 
cently been appointed general agent for 
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south Texas. He is a native of Texas, 
having been connected with various busi- 
ness enterprises in Dallas and southeast- 
ern Texas for many years. He has had 
considerable experience as an executive, 
also several years’ active sales work 
selecting, training and supervising com- 
mercial salesmen through the state. His 





wide acquaintance over the state and 
general business experience qualifies him 
splendidly for taking up the life insur- 
ance business as a future profession. 





The Bankers Life of Iowa has ap- 


Ia., district agent in Buena Vista an 


Pocahontas counties. 
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EXTEND NEW YORK TERRITORY 





Hoey, Ellison & Wendt, General Agents 
of Equitable of Iowa, Open Sev- 
eral Branch Offices 





NEW YORK, July 21.—Hoey, Elli- 
son & Wendt, general agents of the 
Equitable Life of Iowa in New York 
City, hitherto limited to Manhattan, will 
now take in all of the Metropolitan area, 
including the five boroughs of greater 
New York, Long Island and northern 
New Jersey. For northern New Jersey 
offices have been opened in the Military 
Park building at Newark in charge of 
W. C. Wanbaugh, formerly district 
agent for the Connecticut General Life 
at Harrisburg, Pa. Offices for Brook- 
lyn, Queens and Long Island are at 189 
Joralemon street in charge of Walter 
R. Klee, formerly an agent of the Penn 
Mutual in New York City. J. C. Hand- 
shoe who was in charge of the Brooklyn 
agency before the reorganization, has 
been placed at the head of a newly 
opened office in the Times Square area 
at 1270 Broadway. The Bronx terri- 
tory will be under the direction of Ranni 
& Rosenman at 391 E. 149th street. The 
headquarters of the agency will remain 
at 99 Williams street. 





Massachusetts Mutual Increases 
NEW YORK, July 21—The Massa- 





chusetts Mutual Life has published fig- 
ures showing that the company’s busi- 
ness in New York City during the first 
six months of this year reached a total 
of $16,755,000, which represents a gain of 
$7,135,000 or 77 percent over the total 
of $9,620,000 written in the correspond- 
ing period last year. About $6,000,000 
of this gain was produced by the new 
Keane-Patterson agency. The company 
as a whole wrote $118,855,000 in the 
first half of this year, a gain of $16,665,- 
000 or 16 percent over the similar period 
in 1925. 





Charged with Insurance Fraud 


PITTSFIELD, MASS., July 21.—Her- 
misdas Major, a former insurance agent 
of Pittsfield, Mass., now proprietor of 
a gasoline filling station, was placed 
under arrest Wednesday on seven indict- 
ments, four charging manslaughter and 
three charging him with burning prop- 
erty to defraud insurance companies, in 
connection with the deaths of his wife 
and three of his sons during a fire which 
destroyed his home in Adams, Mass., 
early in the morning of April 24 last. 
The man’s daughter and a girl playmate 
narrowly escaped death in the same fire. 
Major carried insurance of $3,500 on the 
furniture in his home and is understood 
to have carried all the insurance he could 
get on his wife and children. Thé Lon- 
don & Lancashire, Springfield Fire and 
Marine and American Alliance are the 
companies which Major is charged with 
defrauding in the indictments. 


pointed W. A. Oldfield _ of Storm cae, . 
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the last word in up to date accident 
insurance. 


The Motorists Complete 
Accident Policy 


Form 237 


Continental Casualty Co. 


H. G, B. ALEXANDER, President 
CHICAGO, ILLINOIS 
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FAVORS MORE CASH SALES 





Nebraska Commissioner Would Lessen 
Number of Premium Notes—Prob- 
lem in Advances to Agents 





LINCOLN, NEB., July 22.—Com- 
missioner Dumont is endeavoring to se- 
cure the cooperation of life companies 
and general agents in the state in an 
effort to lessen the number of com- 
plaints arising out of the practice of 
allowing buyers of policies to give notes 
for their first year premiums. He is of 
the opinion that it makes less work for 
the agent and makes a firmer friend of 
the buyer if the transaction can be closed 
up at one time. It means that no out- 
sider will then have an opportunity to 
overturn the sale, and thus make it 
necessary to sell the prospect over again. 
It gives a chance to arouse doubt and 
dissatisfaction with the contract in the 
mind of the buyer, and while this prac- 
tice might lose some sales the time saved 
would enable a live agent to get busy 
elsewhere. It is better, he thinks, to 
lose some of these sales, because the 
good business principles involved in cash 
sales makes boosters for the company 
out of the men sold. 


Generosity an Evil 


_ Another practice of the companies that 
is giving the department considerable 
trouble, and which Mr. Dumont is try- 
ing to minimize, is the matter of ad- 
vances to agents. Before a license may 
be transferred from one company to an- 
other the agent must have squared up 
his nets and balances, and the too fre- 
quent generosity in advances makes this 
difficult. He does not believe that com- 


panies can expect a man to do good 
work 


if he has personal financial wor- 








ries, and they are not helping their 
agents when they give them a chance 
to live beyond their means. The ex- 
aminations disclose in many instances 
too large advances that in many cases 
must needs be charged off, an unhealthy 
feature of the business. 


Banquet Iowa Commissioner 


DAVENPORT, Ia., July 21.—Forty- 
five leaders in the insurance field in 
this city were hosts to Ray Yenter of 
Iowa City who recently became insur- 
ance commissioner of the state, at a 
dinner in the Hotel Blackhawk Satur- 
day night. It was Mr. Yenter’s first 
official visit to the city and he was ac- 
companied by Donald Harlow, Des 
Moines, first deputy commissioner and 
Thomas Watts, also of Des Moines, an 
insurance attorney. 








Writes Big Group Policy 


W. M. Houze Agency at Chicago se- 
cured a group contract for the John 
Hancock of considerable importance. 
The insurance was on all of Wilson & 
Company’s Chicago plant with subsidi- 
ary and affiliated companies covering 19 
different states. This group case is ar- 
ranged on the contributory plan, Wilson 
& Co. paying part of the premiums and 
the employes the remainder. The line 
exceeded $14,000,000. 





Waterloo Agents Met 


DES MOINES, July 21.—R. E. Whit- 
ney of Chicago, inspector of agencies 
for the New York Insurance Co., was 
the principal speaker at the semi-annual 
meeting of the Waterloo district of the 
company in Waterloo last week. Mr. 
Whitney spoke on “The Growth of the 
Insurance Business.” In order to stimu- 
late the work among the agents, Mr. 
Whitney donated the Whitney Silver 








HARRY R. BUSH CLYDE A. HOLT 
President Secretary 





Surplus to Policyholders, - $1,052,665.27 
Is prepared to furnish insurance as follows: 


Fire; Lightning; Tornado; Automobile Fire, Theft, Collision, and 
Property Damage; Automobile Dealers Policies; Rents and Rental Values; 
Profits and Commissions; Use and Occupancy; Hail and Rain Insurance. 














Life Insurance for a Greater Number 


The scope of National Life service is evidenced by the 
number of applications received from the uninsured, which 
average about 50% of the total. It is further evidenced by 
the fact that under 46% of the policies becoming claims, the 
insured carried no other insurance. 

A National Life Contract offers the opportunity for increased 
earnings through selling more insurance to more people. Top contracts available in 


choice territory. 
National Life Association - Des Moines, Iowa 

















Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
Standard Ordinary and Industrial Policies 


J. C. MAGINNIS, President J. N. WARFIELD, Jr. Treasurer 
J. BARRY MAHOOL, Vice-President DR. J. H. IGLEHART, Modeal Director 
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GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of CALIFORNIA 


Has openings for General Agents, District Managers and 
Local Agents in Missouri, Kansas and Oklahoma. Lib- 
eral First Year and Renewal Commissions, Up to Date 
Policy forms and Services of Agency Supervisor in de- 


velopment of territory. 


For Full information address 
W. H. SAVAGE, Vice-President 
Great Republic Life Bldg., 756 S. Spring St. 
Angeles, California 


Los 


Or A. L. HART, Agency Supervisor 
3639 Paseo, Kansas City, Missouri 
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DISTINCTIVE PROGRESS 


= great things, steady, consistent growth to meet the needs of the times, never slow, 
wever ferward to accomplishment.” 


The Mutual Life Insurance Company of New York 
America’s Oldest Legal Reserve Life Insurance Company 


ve 
i in of in- 
shentes $20,S2"ses guckntng'erowh sre oveied from shat costar of erperins 
contracts completely revised in 1925. New contracts attractive in appearance, 

| “easy to read,” understand construe. 
sent sor dy Sea! ces is ae ureig ae 


and by 
und 


Offices. 
of insurance. Same terms to men and wemen. 
A conservative for entire safety, but forward-looking and forward-moving in 
it and new demand of the times. 
Those who contemplate taking up field work are invited to apply te 


COMPANY OF NEW YORK 















New York City, New York 





| Trophy, valued at $100 which will. be- 
come the possession of the insurance 
agent who sells the most insurance in 
the district during the coming year. 

G French of Waterloo, district 
manager of the company; A. H. Ebrel of 
Dubuque, high salesman in the district 
during the past year, and G. B. Denni- 
son of Waterloo, cashier in the office, 
were other speakers. 





John A. Stevenson to Speak 


Vice-President John A. Stevenson of 
the Equitable Life of New York has 
been added to the program of the two- 
day educational conference to be held 
by the Alexander Patterson Agency of 
Chicago at Delavan Lake, Wis., Sept. 
2-3. Vice-President Frank H. Davis of 
the company is the other outside speaker 
for the conference. 





Plan Insurance Day 


MILWAUKEE, WIS., July 21—The 
finance and speakers committees for the 
Insurance Day to be sponsored by the 
Insurance Federation of Wisconsin on 
Oct. 20 at Milwaukee, have been ap- 
pointed by E. A. Piepenbrink, president 
of the Federation. William Wolff is 
chairman of the finance committee and 
will be assisted by C. G. Traphagen and 
J. F. Reilly. The speakers’ committee is 
headed by Henry Tyrell and includes 
H. B. Leedom and W. B. Calhoun. Other 
committee appointments will be an- 
nounced within a short time. Work has 
already been started for the project, 
which will be one of the largest insur- 
ance meetings ever held in Wisconsin. 
It should attract underwriters from all 
parts of the state together with their 
prominent policyholders. The list of 
speakers will comprise some of the most 
successful and prominent men in all lines 
of insurance and, in addition, an out- 
standing national figure in the govern- 
ment service. 





Chris C. Rossey, manager of the In- 
dianapolis, Ind., branch office of the Mis- 
souri State Life, and Mrs. Rossey have 





sent out cards announcing the birth of 
Paul William on July 7. 











The 
Policyholders’ 
Company 





53.3% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1925 was upon applications of 
members previously insured in the Company. 











THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 


Once a Policy- 
holder—Always 
a Prospect. 
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THE SOUTHERN STATES | 











URGES QUALIFICATION PLAN 





E. H. Perkins, Virginia General Agent 
for Provident Mutual Life, Be- 
lieves This Is Essential 





RICHMOND, VA., July 21.—E. H. 
Perkins, who recently assumed the Vir- 
ginia general agency of the Provident 
Mutual Life, favors fewer and better 
qualified life insurance agents, and has 
so expressed himself to the new admin- 
istration of the Richmond Life Under- 
writers Association. Mr. Perkins had 
home office training by the Provident 
Mutual, before he came to Virginia, and 
he is conversant with the agency quali- 
fication system adopted in Pennsylvania 
a few years ago, as a result of the ef- 
forts of Thomas B. Donaldson, while 
the latter was superintendent of insur- 
ance. Mr. Jerkins thinks it would be a 
fine thing if this, or a similar system, 
could be adopted in Virginia. 

Incidentally, Mr. Perkins has in con- 
templation a unique training school for 
life insurance agents. His plans in- 
clude a six months’ course, divided into 
two terms of three months each. Re- 
cruits will be trained in the fundamen- 
tals of life insurance during the first 
period, at the end of which he will dis- 
courage any he feels are not adapted to 
the business to continue the course. 
After the weeding out process, the re- 
mainder of the class will be given a 
more advanced course, and will be al- 
lowed to solicit insurance without relin- 
quishing their positions. When the sec- 
ond part-of the course has been com- 
pleted, Mr. Perkins feels that those who 
have attended the classes should know 
enough about life insurance and solicit- 
ing to decide whether they are willing 
to burn the bridges behind them, and 
engage in the business on a whole time 
basis. 

The course, as outlined, is an infringe- 
ment of the Richmond Life Underwrit- 
ers Associations part time rule, and if 
Mr. Perkins adopts it, he will have to 
come to a definite understanding with 
the association, or the association will 
have to modify its present rules. Mr. 
Perkins, of course, is a member of the 
association, and as such, is bound by its 
regulations. P 


LUNING MUST GUARD SURPLUS 





Insurance Commissioner and Treasurer 
of Florida Sees Many Designs Upon 
States Excess Fund 





_ They tell a good story on J. C. Lun- 
ing, treasurer and insurance commis- 
sioner of Florida. It is to the effect 
that he is hurt as badly by an unneces- 
sary expense of the state as he would be 
if he foolishly let some of his own funds 
get away from him. Whether that be 
true or not, it is a fact that he is con- 
stantly on guard against free spending 
of the cash of the taxpayers under his 
control. 

The funds of the state now stand at a 
balance of $17,000,000, which is, to all 
intents and purposes, a surplus. On the 
showing made, the governor has an- 
nounced a reduction in taxes, and, ac- 
cording to Mr. Luning, it is proposed to 
make a further reduction next year. 
This money is largely in bonded banks 
of the states. While in Tampa the other 
day Colonel Luning let it be known that 
there were many designs on this surplus 
in the minds of many of the men com- 
ing to the next session of the legisla- 
ture. From far and near he has heard 
the news that “pork barrels” are yawn- 
ing and legislators are getting ready to 
assault the big balance with vigor and 
vim. 

“This will be a bad thing in every 
way,” says Colonel Luning. “It may, 
and if carried out to any great extent, 
will defeat the ideas of the governor and 
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his cabinet to reduce taxes further next 
ear.” It was pointed out by the com- 
missioner that this accumulation is not 
due alone to the business conditions in 
Florida but to a well worked out and 
carefully handled system of economy in 
spending the money for the various in- 
terests financed by the state. Florida, 
with no state debt and so good a finan- 
cial showing has a world wide reputa- 
tion for sane and conservative state gov- 
ernment. “A _ spendthrift legislature 
would seriously impair that reputation,” 
says Colonel Luning. 





Austin Manager Entertains Officers 


Something in the way of an innovation 
was introduced by H. L. Copeland, dis- 
trict manager of the Alamo Life at 
Austin, Tex., when he invited company 
officers and 25 of his local agencies in 
the Austin territory to attend a barbe- 
cue at Barton Springs, near Austin. 

Following the dinner and a number of 
addresses by officers of the company, 
Mr. Copeland called on each person at 
the table to give a personal experience 
about life insurance. 

The evening closed by pledges being 
given by each agency in attendance at 
the meeting, that they would individually 
contribute at least one application each 
week in the month of July for the benefit 
of the summer sales campaign recently 
inaugurated by the Alamo Life. 





Acacia Mutual in Texas 


The Acacia Mutual Life of Washing- 
ton, D. C., has been admitted to Texas. 
It will establish branch offices in the 
principal cities during the next few 
months. 


Visiting Old Stamping Ground 


S. S. Northington, general agent at 
Los Angeles for the Connecticut Mutual 
Life, is spending his vacation in Vir- 
ginia. His wife and two children ac- 
companied him on the trip. Mr. North- 
ington was formerly general agent at 
Richmond for the Connecticut Mutual. 
He was previously with district manager 
at Lynchburg for the Mutual Life of 
New York. He is a native of Mecklen- 
burg county, Va. He plans to return 
to the Coast the latter part of August 
by way of Chicago, stopping over there 
to attend a convention of his company. 








Show Increased Business 


NASHVILLE, July 21.—With the li- 
censing of 20 new insurance companies 
in Tennessee during the fiscal year end- 
ing July 1, the insurance business of the 
state has shown a marked increase, ac- 
cording to figures given out this week 
by A. S. Caldwell, insurance commis- 
sioner. Of the 20 new companies, 11 
were fire and marine companies, nine 
were life companies and four were cas- 
ualty companies. 

Comparing 1924 with 1925 figures, pre- 
miums collected are as follows: Fire 
and marine premiums, 1924, $12,085,813, 
and in 1925, $12,852,624; casualty pre- 
miums, 1924, $8,900,172, and in 1925, $10,- 
411,283; life premiums in 1924, $27,491,849, 
and in 1925, $30,914,884. New business 
written follows: Fire and marine in 
1924, $1,858,681,879, and in 1925, $2,302,- 
609,267; life in 1924, $228,462,970, and in 
1925, $304,227,581. Receipts of the de- 
Partment in 1924 were $1,257,789.41, 
while in 1925 receipts totaled $1,- 
321,439.95. 
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PLAN ANNUAL CONVENTION 
After Business Session Social and Rec- 
reational Gatherings Including 
150 Mile Auto Trip 





DENVER, COLO., July 22.—The 
Capitol Life of Denver will hold its an- 
nual convention July 26-29 in this city, 
it was announced last week. The busi- 
ness sessions will be held in the audi- 
torium of the Capitol Life buildin 





Starting at 10 o’clock July 26. Bert M. 


Casley, a superintendent of the agen- 
cies, will be chairman. 

number of social activities have 
been planned for the convention and 
will include a dinner and dancing party 
to be held in the auditorium on the eve- 
ning of July 26. A luncheon and drive 
through the city are planned for Tues- 
day followed by an evening theater 
party. 

On Wednesday the group will be 
taken to Echo ke Lodge, a pictur- 
esque 150 mile mountain drive. On the 
return trip the delegates will stop for 
a dinner and dance at Troutdale-in-the 
Pines hotel. The convention will close 
with an informal meeting Thursday. 





Business Shows Increase 

SAN FRANCISCO, July 21.—Home 
life insurance companies of California 
will show a substantial increase in vol- 
ume when the figures for the first st 
months of 1926 are totalled, with the ex- 
ception of one company which states 
that while the volume will be less, the 
premium income will be higher due to 
the improved nature of the business now 
being done. In some cases the mortal- 
ity experience is running a few points 
higher than for the same period of ‘last 
year and for the last six months of 1925, 
but on the whole the experience is “en- 
tirely favorable.” The outlook for the 
balance of the year seems to be gener- 








Exposition of 1876. 


A Hearty Welcome! 


The great City of Philadelphia is host to the Nation 
during these months of celebration of the one hundred and 
fiftieth anniversary of the signing of the Declaration of 
Independence, and it is commemorating that momentous 
event by a Sesqui-Centennial Exposition of notable charac- 
ter, which is the historical successor of the Centennial 


The Home Office of the Penn Mutual is on famous 
Independence Square in Philadelphia, facing Independence 
Hall, where the Declaration was signed and where hung, 
and now reposes, the sacred Liberty Bell. ; 
hearty welcome for life underwriters who are visitors to 
Philadelphia during these festival months. 


We have a 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Orgenised 1847 
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' *—thus writes 
“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me*—t - 
buyer of “Easy Lessons in Life Insurance,” a text and review book with quis supplement. -as6 1 
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Medical. 





Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 
Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 


of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 
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A wishbone instead of a 
backbone is not so good. 


If you're just “wishing” 
in the insurance busi- 
ness.....don t come to us. 


But if you have a man- 
sized backbone and 
want to put it to work 
where the greatest op- 
portunity offers, drop 
us a line. 


Our Square Deal 
Agency Contract will 
be of interest if you are 
living in or thinking of 
moving to .Wisconsin, 
Minnesota, lowa, or 
Ohio. 


Natlfonal 





Insurance Company 


1 West Main Street 
Madison, Wisconsin 











ally good and all companies anticipate 
an increase in volume during the bal- 
ance of the year. 





Sun Life’s Western Conference 


The Sun Life of Canada held its an- 
nual western conference at Victoria, 
B. C., last week, with managers and 
agents from several of the west coast 
cities of the United States in attendance. 
T. B. Macauley, president of the com- 
pany, and several of its officers were 
present. 


Ask Bids on Group Cover 

Specifications for group insurance cov- 
ering the employes of the Puget Sound 
Power and Light Company of Seattle 
have been submitted to 15 life companies. 
The plan of insurance is to be one which 
will buy annuities for the employes at 
age 70. The company has over 3,000 
employes in Oregon and Washington. 








Californians on Program 
The California agency organization of 
the Northern Life of Seattle is well rep- 





resented on the program of the $100,000 
club convention of this company, which 
is to be held at Crater Lake, in Crater 
Lake National Park, Oregon, July 27-30, 
W. E. Barr, manager of the Los Angeles 
agency, will respond to the address of 
welcome by President D. B. Morgan 
when the meeting is called to order 
Wednesday morning, and during the 
forenoon session W. E. Felthouse, gen- 
eral agent at Oakland, will speak on 
“The One Indispensable Factor in a Sale.” 
The evening session of the same day will 
be in charge of O. E. Evans, general 
agent at Sacramento and retiring vice- 
president of the club, who is also on the 
Thursday forenoon program for a talk 
on “Our 3 in 1.” Other California speak- 
ers at this session are: L. E. Merman, 
manager of the Fresno agency, on “Part- 
nership Insurance,” and Sam C. Fletcher, 
manager of the San Francisco agency, 
on “Continuing the Pay Check.” Cali- 
fornia led the company’s entire field in 
June, in volume of production, and the 
Los Angeles agency led in district pro- 
duction, both in the state and in the 
field. This reflects splendidly upon the 
agency organization which has been 
established in California by President 
D. B. Morgan in a little more than three 
years. 














IN THE ACCIDENT AND HEALTH FIELD 











NOTICE PROVISION DISPUTE 





Higher Court Reverses the Judgment in 
a Health Insurance Case Brought 
by Georgia Policyholder 





Where insured failed to comply with 
accident and health policy in respect to 
notice of sickness held court committed 
reversible error in entering final judg- 
ment against company. In Federal Life 
vs. Walton, Court of Appeals of Georgia, 
131 S. E. 90, the plaintiff brought an 
action to recover under an accident and 
health insurance policy. The policy con- 
tained the following provisions: 

“Written notice of * * * sickness 
on which claim may be based must be 
given to the company * * * within 
ten days after the commencement of 
disability from such sickness. 

“Failure to give notice within the time 
provided in this policy shall not in- 
validate any claim if it shall be shown 
not to have been reasonably possible to 
give such notice and that notice was 
— as soon as was reasonably pos- 
sible.” 


Judgment Against Company 


Upon the trial it appears the company 
denied liability on the ground of the 
failure of the insured to give notice of 
the illness as required by the provisions. 
It appears that the notice as required 
had not been given, but despite this, 
final judgment was rendered against the 
company. On appeal the higher court 
in reversing this judgment said: 

“Since it appears from the record that 
written notice of sickness on which 
claim was based was not given to the 
company until after the expiration of 
10 days from the commencement of dis- 
ability from such sickness, and since it 
does not appear that ‘it was not reason- 
ably possible to give each notice and 
that notice was given as soon as was 
reasonably possible,’ and since waiver 
of such notice was neither pleaded * * * 
nor proved, the court committed re- 
versible error in entering up a final judg- 
ment against Federal Life.” 





National L. & A. Promotions 


The National Life & Accident has pro- 
moted William Nicholson of New Iberia 
to superintendent. T. O. Wadlington of 
Hopkinsville has been promoted to su- 
perintendent in that district. 





A. W. Burke, general agent for the 
Aetna Life and affiliated companies in 
Boston, has been given equal privileges 
in the territory of Concord, N. H., for 
the solicitation of accident and health 
insurance and group disability with Gen- 
eral Agent C. R. Deming of that city, 
representing the life department. 





NOT DISABLED IMMEDIATELY 





Policyholder Continued Working After 
Accident and Thereafter Could Not 
Recover Because of Terms 





In Penquite vs. General Accident, su- 
preme court of Kansas, 246 Pac. 498, the 
company issued an accident policy which 
provided for certain payments in case 
the insured was injured in such a man- 
ner as to disable him from the date of 
the accident. The insured was injured 
Dec. 21, 1921, but he continued in his 
regular employment for some time there- 
after. On May 4, 1922, the insured dis- 
covered that he had been permanently 
injured by the accident. Upon making 
this discovery the insured brought ac- 
tion to recover for total disability. The 
company denied liability and the trial 
resulted in a judgment in favor of the 
company. On appeal the higher court 
in affirming this judgment, said: 

“It is clear that the plaintiff was not 
wholly disabled and prevented from per- 
forming the duties pertaining to this 
occupation from the date of the acci- 
dent. The defendant was within its 
rights in making its liability depend upon 
the fact as to whether or not the plain- 
tiff was immediately disabled by the 
injury from performing the duties per- 
taining to his occupation. It inserted 
in the policy these conditions, and doubt- 
less fixed its rate of premium in accord- 
ance with the risk it assumed. To these 
conditions the plaintiff gave his assent 
when he accepted the policy. If he was 
not disabled from the date of the acci- 
— he cannot hold the defendant lia- 

e.” 





Railroad Department Results 


In spite of the high pressure methods 
by which most railroad department acci- 
dent and health business is written, the 
competition in most cases being intense 
and misrepresentations not at all infre- 
quent, most of the companies writing 
that class of business have had a very 
satisfactory loss ratio with it. This is 
due partly to the fact that they are able 
to get an accurate check from the com- 
panies’ time sheets as to the exact 
amount of time that the employe has 
lost in any case. There have been some 
cases in which specific losses have been 
paid that are regarded as being of very 
doubtful character, but it is very diffi- 
cult for the companies to prove any- 
thing in cases of this sort. 





Will Soon Move 


The Washington-Fidelity-National is 
adding itself to the ranks of those in- 
surance companies which are moving 
from the loop to outlying districts. 
Within two weeks the company will be 
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installed in the Cuneo building on How- { 
ard street. The Washington Fidelity has 
freed itself from the loop bugaboo. Tak- 
ing stock of the advantages to be de- | 
rived from setting up shop in an ultra 
loop district where there would be more 
light, ventilation and less confusion, this 
company found Howard street to fit their 
needs exactly. Howard street is a junc- 
tion point. It forms a boundary be- | 


| ing facilities are right at hand. 


tween Evanston and Chicago. Conse- 
quently it is conveniently located for 
employes coming either from the north 
or south. Postoffice, telegraph and bank- 
The 
Cuneo building is a four-story structure. 
The Washington Fidelity will occupy the 


| third and fourth floors, giving them just 


twice the room that they had at head- 
quarters at 29 S. LaSalle street. 








NEWS ABOUT LIFE POLICIES 








Policy Literature, Rate Books, etc. 


PRICE, $3.50 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the “Unique Manual- 
Digest’’ and ‘‘Little Gem,"’ Published Annually in May and April respectively. 
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HAS PRELIMINARY TERM PLAN | 


Atlantic Life Adopts New Schedule for | 
Initial Term Insurance in Sev- 
eral Forms 


The Atlantic Life announces that it 
has begun issuing contracts providing | 
for initial term insurance for either two, | 
three or four years followed by perma- | 
nent insurance on either the ordinary 
life, 20-payment life, 20-year endowment, 
or the endowment at age 65 plan. The 
new contracts provide for payment of 
premium during the initial term period 
based on the age at issue. The first 
premium on the basis of the plan of in- 
surance following the term period is 
based on the age attained at the end of 
the term period. At the expiration of 
the term period, the insured will receive 
notice of premium due on the permanent 
plan of insurance for which the contract 
provides, this plan having been selected 
by the insured when applying for the 
contract. The contract is not returned 
to the home office at the end of the term 
period for endorsement, conversion, re- 
issuance or change of any kind. The 
initial term is non-participating insurance 
while the plan following may be either 
participating or non-participating. 

Both income and waiver of premium 
forms of disability will be issued with 
the initial term contract. Double in- 
demnity benefit will also be included. 


Southland Life 


The Southland Life has announced 
new reduced premium rates for ordinary 
life endowment at age 85, and 20-pay- 
ment life endowment at age 85. The 


rates at illustrative ages, without dis- 
ability benefits are: 

Ordinary 20-Pay 
Age Life Life 
BP cwresevevdecceoosesece $13.82 $21.80 
a? shwteiwdeeweskenaene 20.66 28.98 
DD ¢a0éenvebewenndsaons 37.93 44.53 
| ne aitaahibecare hahaa 63.81 66.97 


The premiums for term policies have 
been reduced and lower rates quoted for 
endowment without the disability 
feature. Southland Life policies hereto- 
fore have included the premium waiver 
feature. A separate set of rates is now 
included for this feature. The company 
has announced a new policy to be called 
“Life—paid up at age 65.” The premium 
rate is a trifle higher than for ordinary 
life policies. 


Commercial Life 


The Commercial Life of Kansas City 
announces two new policies: a Child's 
20-Payment Lif@ and a Child’s 20-Year 
Endowment policy. The former will be 
issued to children from one year to ten 
years old. A child of one is insured for 
immediate benefit of $100 and each policy 
year $100 is added until the $1,000 is in 
full force. At age three $300 is in im- 
mediate benefit and where issued at ten 
the full $1,000 is in immediate benefit. 
Premium rates range from $16.27 at age 
one to $18.69 at age ten. 

The Child’s 20-Year Endowment is 
issued at ages from one to fifteen. At 
age one the immediate benefit is $100 
and $100 a year is added until the full 
$1,000 is in force. Premium rates range 
from $43.95 at age one to $40.02 at age 
fourteen, 








Union Life 
The Union Life of Rogers, Ark., is 
issuing a new policy known as “Income 
Endowment at age 65.” The policy pro- 





vides a monthly income of $20 to the 
beneficiary for 20 years after the death 
of the insured, the first monthly pay- 
ment of this income to be increased by 
$200 so that the total payments will 
amount to $5,900. The policy also pro- 
vides that if the insured is living and 
the policy is in full force at the end of 
the endowment period at age 65, the in- 
come payments commence, the insured 
receiving the payments instead of the 
beneficiary. Following are the rates for 
the new policy at quinquennial ages, in- 
cluding waiver of premium for total and 
permanent disability: 


Age Prem. Age Prem 
BB. vcceccess $58.65 Beccvecseses $111.74 
BPocececsese 66.72 BPoaccoseces 141.07 
Bees cocencce 77.35 re 186.38 
Bec ceacecees 91.72 Cvesecdesax 244.82 


Royal Union Life 


The Royal Union Life has copyrighted 
a new life insurance policy for dentists. 
It is announced by the company this 
week that 150 applications have been 
received from the group for which the 
policy is intended. The new policy has 
been in use less than two months. 


Kansas City Life 


The Kansas City Life has increased 
the limits on non-medical business, 
where not prohibited by law, from $2,000 
to $2,500. The company will increase the 
maximum to $5,000 on non-medical busi- 
ness in cases where an applicant has 
been examined by the company within 
the past three years. The premium 
waiver disability clause and double in- 
demnity clause can now be written on 
all non-medical business except term. 


Atlantic Life 


The Atlantic Life is now including in- 
come disability and double indemnity 
clauses in its five and ten year term 


policies. 
National Savings 
The National Savings Life, Wichita, 
Kans., will soon issue a non-medical 


modified industrial policy. The premiums 
are on the monthly renewable basis and 
each monthly premium is $1.00 per unit 
of insurance taken, the limit being 
$1,000 without medical. The policy has 
all standard provisions with the usual 
guaranteed options, also carries a perm- 
anent disability clause providing for the 
payment of one-half the principal sum 
and waiver of premium for total perma- 
nent disability caused by dismember- 
ment only. Double indemnity feature 
is to be written with this policy. It 
will be issued on juvenile risks with an 
increasing death benefit to the tenth 
year, after which time the amount of 
insurance decreases at the age of entry. 


Missouri State Life 

The Missouri State Life announces 
new and liberal requirements for writ- 
ing life insurance under a salary sav- 
ings insurance franchise. The feature 
of this new arrangement is that it will 
be necessary to have only one applica- 
tion for $10 per month in total pre- 
miums to qualify on the non-medical 
Plan. The maximum on any one life on 
the non-medical plan is $5,000 where 
less than 10 lives have been written. 
The top figure in case of ten or more is 
$10,000. Where an employe leaves the 
firm he may continue his insurance by 
making monthly payments direct to the 
Missouri State Life provided the pre- 
mium equals or exceeds a monthly pre- 
mium of $5. 


Forbearance is a virtue, but not to the 
extent of letting yourself be 
upon.—Roosevelt. 


imposed 
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“Best We Have Ever Seen” 


—for— 


Accident and Health Men 





“I appreciate your work on The A. & H. Bulletins very much. 
It is helping me in sales every day.” 

H. E. Maruis, Representative, 
Business Men’s Assurance Company, 
Madison, Indiana. 

“Our company is very favorably impressed with The A. & H. 
Bulletins and we believe it would be an excellent proposition to have 
this material available for all accident and sickness salesmen.” 

D. C. McEwen, Vice-President 
Pacific Mutual Life Insurance Company. 

“In the short time I have been using your service, I have found 
it invaluable and do not see how any up-to-date accident and health 
man can afford to be without it.” 

W. Merrett Cuirrenven, Special Agent, 
Accident and Health Department, 
Federal Surety Company. 

“We are using your A. & H. Bulletins with a great deal of benefit 
to the office and I consider them the best thing we have ever seen 
on accident and health insurance.” 

C. M. Wricut, City Manager 
Johnson & Adams Agency, 
Continental Casualty, Washington, D. C. 








A&HA-2 | 


The National Underwriter Company, 
420 E. Fourth Street, 
Cincinnati, Ohio. 
I want to increase my accident and health insurance sales. Please 
send me your 32 page booklet descriptive of the A. & H. Bulletins. 











Premiums once reduced are permanently lower 


War, Flu or other catastrophe can not raise them 
even to their original level as would be the case 
in “participating’’ insurance if ‘dividends’ were 
decreased or passed. 

Do you know of any non-participating policies 
which provide for sharing in mortality savings and 
excess interest earnings? Premiums have been 
reduced under several forms of policies since 1919 
and this unique feature is now regularly embodied 
in all forms of the low-rate non-participating 
policies issued by the 


FEDERAL UNION LIFE 


Home Office—Cincinnati, Ohio 
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TRAIN FOR PROMPT PAYMENT 
John Hancock Assistant Points Out 


Value of Eliminating Back Calls 
to Make Collections 


Empire Mutual 


Life Insurance Company 
of the United States 





Saving time in the collection of his 
debit is one of the most important prob- 
lems of the industrial agent, according 
to Owen J, Tuohey, assistant superin- 
tendent of the John Hancock Mutual at 
Paterson, N. J. Time saved in making 
collections means time saved for writ- 
ing new business. After becoming ac- 
quainted with his debit and policy- 
holders, the intelligent salesman at- 
tempts to train the latter to have their 
payments ready for him when he calls, 
emphasizing the benefits derived from 
this practice of both the agent and 
themselves. If the agent sees to it that 
he starts out on his debit at a certain 
time each day, he can invariably make 
each call regularly and on time, and he 
will soon find his policyholders waiting 
for him. This eliminates back calls 
which are time wasters except when 
made to solicit new business or when 
rendering service to policyholders in re- 
gard to change of beneficiary, change of 
name by marriage, etc. 

Mr. Tuohey suggests that every agent 
make a practice of going over his 
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Home Office 
KANSAS CITY, MISSOURI 
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EXECUTIVE OFFICES 
1700 I Street, N. W., Washington, D. C. 
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book, picking out the cases of delinquent 


Celebrating 75th ANNIVERSARY payers and giving them particular atten- 
tion until all or at least the greater part 


. > 1 | of his debit becomes regular premium 
Diamond Jubilee Year payers. The best time to call on de- 
a linquents is at night when the head of 
Seventy-five Years of Service to Policyholders the family is at home. 
y 


New Policy Forms 


New Added Features to Our Policy Contract 
Opens Louisville Office 











- . 
Berkshire Life Insurance Co. The John Hancock has further en- 
1851 trenched itself in Kentucky with the 
opening of an industrial office in the 
PITTSFIELD, MASSACHUSETTS Starks building at Louisville. The sup- 
F. H. RHODES, President erintendent of this office is Edwin W. 
Baker, formerly assistant superintendent 
OPENING ALWAYS FOR RIGHT MAN at Minneapolis. The John Hancock 








opened in Kentucky by appointing Mc- 




















K ANS AS 


NOW OPEN 
ROCKFORD LIFE INSURANCE COMPANY 


Write to 


Francis L. Brown, Secretary 
ROCKFORD, ILLINOIS 
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1—Non-Medical 6—Female Insurance 
Savings Without Restrictions 


Excellent General Agency Territory in Illinois, Indiana, 


Home Office: Springfield, II. 


H. B. Hill, President F. M. Feffer, Vice-President-Agency Director 
FOUEUELUGUOUEDECECUOOOAOAOAREEEOEOUCUAGASOOAEOAOEAEGEGOUUOUCOCERESEOOUUUOOUGUGUCUEREEEEEOOUOOUOGUOCUENEESOOOUOUG0000000000SEEEEEDOUOUOUCOECCOEEEEOEOEOUOEOOCSOCEOOEEOEOEOEOOOUEOUGUUOOEOOEEEOEEEEOEDOUEEOOUOOOEOEEEEL 





Our salesmen have the following equipment 


3—Monthly Premium 7—Annual Dividend 
4—Juvenile Policies 8—Non-Participating 
5—Payor Insurance 9—Sub-Standard 
Plus Unexcelled Home Office Co-operation 


MUTUAL LIFE OF ILLINOIS 


(An Old Line Legal Reserve Company) 


Kay Reed as general agent at Louisville 
sometime ago. The John Hancock an- 
nounces an increase of $23,000,000 of or- 
dinary paid for business issued for the 
first six months of this year, as com- 
pared with the first six months of last. 
year. The paid for insurance in 
force on July 1 was approximately 
$2,400,000,000. 


Western & Southern News 


O. L. Hissam, formerly assistant su- 
perintendent at Akron for the Western 
& Southern, and the company’s leading 
assistant in joint results, has been ap- 
pointed superintendent of St. Louis West 
district, succeeding Superintendent J. M. 
McNamara, who assumes the superin- 
tendency of the newly created district 
of St. Louis-Forest Park. 

John B. Radcliffe, formerly assistant 
at Louisville West, has assumed his new 
duties as superintendent at Marion, Ind. 
He has served the Western & Southern 
since Oct. 30, 1911, in every field posi- 
tion and under varied conditions, 

John E. McDonnell, formerly super- 
visor of Division E, has been appointed 
superintendent of Chicago-Cicero, suc- 
ceeding Superintendent W. J. Bunten- 
bach, who assumes charge of the newly 
created district at Oak Park. 


New Indianapolis District 


The Prudential is opening a new dis- 
trict in Indianapolis at 600-614 Meridian 
Life building. Charles Battenberg, who 
has been an assistant superintendent for 
the Prudential at South Bend, has been 
promoted to be a_ superintendent in 
charge of the new Indianapolis district. 

Mr. Battenberg has been with the Pru- 
dential since Sept. 20, 1909, when he was 
appointed as an agent in the Milwaukee 
No. 1 district. On Sept. 12, 1910, he was 
promoted to assistant superintendent in 
the same district and continued there 
until Jan. 1, 1917, when he was trans- 
ferred as an assistant superintendent to 
South Bend. He has served in South 
Bend continuously until the present 
time. wid 


News of the Prudential 


David A. Christopher, superintendent 
of the Fort Wayne district for the last 
10 years, has been named superintendent 
of the newly organized Logansport dis- 
trict by the Prudential. Mr. Christopher 
has been connected with the Prudential 
for 25 years. He will assume his duties 
at the Logansport offices with the open- 
ing of the district headquarters here on 
Aug. 2. The promotion of Miss Geneva 
Reardon to the office of district cashier 
is announced by the company today also. 
She will take up her new duties on 
Aug. 2. Miss Reardon has been con- 
nected with the company for the last 
| ten years. 
| Carl H. Windmoeller of Washington, 

Mo., has been promoted to assistant sup- 
erintendent of the Prudential St. Louis 
| No. 3 office. 
| 





Opens New District 

The Prudential has opened a new dis- 
trict in Indianapolis with Charles Bat- 
tenberg as superintendent. Mr. Batten- 
berg has been assistant superintendent 
at South Bend, Ind. The new office is 
| located at 307 North Pennsylvania street. 


10—Health and Accident 
11—Direct Mail Advertising 
12—Sales Promotion Dept. 
13—Educational Course. 
14—Sales Books 


Iowa, Missouri, Michigan 
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Arranging Prospects’ Insurance Is a 
Fascinating and Profitable Business 


for the Agent 


RRANGING prospects’ insurance | 
A is a fascinating and profitable busi- | 

ness as described by Earl E. | 
Fisher, agent of the Union Central at 
Topeka, Kan. “Not long ago,” writes 
Mr. Fisher in the Union Central bul- 
letin, “I had occasion to call on an old 
policyholder who lived some distance 
from Topeka. When I introduced my- 
self, his first remark was: ‘I thought it 
about time some Union Central agent 
was calling on me. I believe I have a 
policy that has matured.’ I replied, ‘I 
will be glad to look into the matter and 
go over your policies to see if we have 
neglected in any way so important a 
matter as a maturing policy.’ 


Had Not Considered 
His Inheritance Taxes 


“Arrangements were made to meet 
him at his bank. This meeting resulted 
in the discovery that his policy was 
paid up but not matured. This inter- 
view gave me the opportunity to go 
over his entire life insurance and sug- | 
gest to him that life insurance could 


Who Is Well Informed 


render a service in connection with fed- 
eral and state inheritance taxes. I asked 
if he had given these taxes any con- 
sideration in the making of his will and 
in the purchase of his life insurance 
He said he had not. 


Had to Gain Confidence 
to Secure the Information 


“T endeavored to show him the neces- 


| sity of doing this, made a list of his 


policies and learned the purpose for 
which he had taken them. Likewise, I 





ascertained the methods of settlement | 
and asked him for a statement of his | 
assets and liabilities and a copy of his | 
will. I was some little time in gaining | 
his confidence before he would give this | 
information.” 


other data obtained to an analyst, who | 


them to mortgage it inside of two years | 
and pay to the mother and sister their 
share in cash. The property statement | 
showed that he had already placed a | 








that’s breaking all records. 


1—Free Schooling starting soon. 
2—Free Circularizing. 


written by no other Company. 


live General Agency Staff. 





GET WITH A 


LIVE COMPANY 


That’s progressive, full of pep and does things 
for its Agents and Policyholders like the great 


BANKERS LIFE COMPANY OF IOWA 


The most popular company in the field today—with the fastest 
selling policies ever offered—and backed by an Agency force 


FOR FULL TIME MEN WE OFFER— 


3—High grade premium notes handled. ; 

4—Advances against commissions on high grade premium notes. 
5—A Line of Special Estate and Income Contract Unsurpassed. 
6—Rate Book illustrations that help you sell and sell big. ; 
7—Preferred disability for professional men and executives that is 


8—Regular Disability and Double Indemnity. 

9—Preferred Risk Rating and Class A, B and C Ratings. 

10—Covering the entire field as no other Company covers it. 
11—Monthly Saving plan for employees in groups of five or more. 
12—Other helps such as no other Agency offers you and backed by a 


13—If you want to sell the best and most popular Estate Contracts in 
the Field—Join the Chicago “I WILL” Agency. 


Brokerage Business Handled 


De FOREST BOWMAN 
AGENCY MANAGER 
BANKERS LIFE COMPANY OF IOWA 


80 E. Jackson Blvd., Suite 637-649 
Phone Harrison 8054 


CHICAGO 


mortgage on his property which would 
render it impossible for his sons to fol- 


low out the instructions of the will. Mr. 


Fisher says: 


Arranged His Insurance 
to Carry Out His Will 


“The policyholder knew this, but like 
so many others, he was living in the 
hope that he would survive until the 
mortgage was lifted and failing to make 
any provision for this in case he died. 
I did my best to present this dangerous 
situation to him in a clear and forceful 
way. Immediately he slid down in his 
chair and acknowledged that it had 
given him much concern, and asked what 
he could or should do to remedy the 
condition. Of course, this resulted in 
an application sufficient to cover the 
entire indebtedness against the property, 
leaving it clear so that the sons could 











did I outlined to him the necessity of 
a program fitting his particular needs, 
which were educational policies for his 
son and daughter and an adequate in- 


come for his wife. Of course, this pro- 
gram showed that he did not have 
enough insurance to leave what he felt 
would be a sufficient income for his wife 
and children. This resulted in additional 
insurance also, the kind that would re- 
turn to him at age 65 so that he and 
his wife, if both were living, might have 
a generous old age income. 

“The closing of these two cases gave 
me more joy and happiness than I had 
known in the life insurance busines$ up 
to that time, because I had performed 
a real service that covered a definite 
need in both cases.” 


High Pressure Selling 


will.” 


Mr. Fisher also tells of the case of a | 


medical 


income. 


| Fisher says: 
“It took me a long time to gain the 


examiner, 
| mately $40,000 of life insurance which 
Mr. Fisher then submitted the will and | he had bought here and there from time 
to time without any definite program, 
discovered that the policyholder had | neglecting to have his settlements ar- 
willed his property to his sons, directing | ranged to insure his wife and family an 


follow out his desire as expressed in his | Invites Reaction; Many 
| 


Agents Talk Too Much 


N a talk given recently before the 

Hart & Eubank general agency of 
the Aetna Life in New York, Russell 
M. Simon of the Home Life expressed 
his doubts about the advisability of high- 
pressure selling. 

“It may or may not be successful,” 
he said, “it may have results, but I do 


who had approxi- 


In discussing the case, Mr. 


confidence of this doctor, but when I | not believe the reaction with the pros- 











Greatest Opportunity 


Insurance Company 


is in the South, according to students of Amer- 
ican Economic Life. 


We have attractive openings in our general 
agencies in the following states: 


North Carolina 
Florida 
Alabama 
Texas 
Virginia 

Mississippi 

South Carolina 

Georgia 
Tennessee 
Maryland 

District of Columbia 

West Virginia 

Kentucky 


Atlantic Life 


RICHMOND, VIRGINIA 





‘‘Honestly It’s the Best Policy’’ 
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ACTUARIES 





CALIFORNIA 





B ARRETT N. COATES 
CONSULTING 
ACTUARY 


354 Pine Street - - San Francisco 





ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 


Telephone State 7298 
CHICAGO, ILL. 








A. GLOVER & CO. 
© Consulting Actuaries 


2 South La Salle Street, Chicago 


Life Insurance Accountants 
Statisticians 








H. NITCHIE 
° ACTUARY 


1523 Assn. Bldg. 19 S. La Salle St. 
Telephone State 4992 CHICAGO 





INDIANA 





AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








ARRY C. MARVIN 
CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





L A. ANDERSON 
e ACTUARY 
518 Valley Nat. Bank Bldg. 
Tel. Walnut 1628 
Des Moines 








E L. MARSHALL 
a 


CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





OHN E. HIGDON 
ACTUARY 
424 Argyle Bldg., Kansas City, Mo, 








A LEXANDER C. GOOD 


CONSULTING ACTUARY 
1416 Chemical Building 
ST. LOUIS 








RED D. STRUDELL 
CONSULTING ACTUARY 


722 Chestnut St. 
St. Louis 





OKLAHOMA 





J. McCOMB 

COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
aes, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
red. The Law of Insurance & 
pecialty. 
Colcord Bidg. OKLAHOMA CITY 








pect is very good. The prospect likes 
to. feel that he is doing a thing just be- 
cause he wants to do it himself. When 
the agent leaves, the reaction sets in 
and the prospect becomes dissatisfied. 
My thought on selling is that we should 
present our proposition in such a way 
as to create the desire to buy in the 
prospect, rather than try to force some- 
thing on him. 

“Another trouble with most of us— 
and I have been guilty of it—is that we 
talk too much. We think if we are 
not talking all the time that the bot- 
tom is going to drop out of the sale. 
I would like to know how in the world 
the prospect is ever going to talk while 
he is listening to the agent who is 
doing all the talking. I find that if the 
prospect talks, I am able to learn what 
is on his mind. If I do all the talking, 
how is he going to make a decision?” 

Mr. Simons told this story of an agent 
who worked up a very valuable program 
for a prospect, went to see him, dis- 
cussed it with him and then left it for 
him to think over. 


Stood Pat on Proposition 


“The following week he went to see 
him. The man greeted him with: ‘Well, 
what have you to say about it?’ The 
underwriter said: ‘I haven’t a word to 
say. have said all there is to say. 
There is the proposition. The whole 
thing is outlined to meet your needs; 
there is the application; there is the pen 
to sign with. Make up your mind. I 
am not going to say another word until 
you decide for yourself.” Those two 
men sat there for 15 minutes in abso- 
lute silence—the ninth wonder of the 
world; an insurance salesman sitting 
still without saying a word—but he did 
it. He felt that his message had been 
given, and that if he said a word, the 
whole continuity of the prospect’s 
thoughts would be destroyed. He 
closed the deal right then and there. 
“Another man talked himself out of 
a case. The case was closed up the 
the check signed, but the agent wanted 





to sit around and continue to talk. He 


said to his client: ‘You know, Mr. 
Brown, you could go out and commit 
suicide and my company would pay your 
wife $50,000." Mr. Brown became quiet 
and presently asked to see the check to 
see if there was an error in it. The 
agent politely handed over the check. 
Mr. Brown took it and tore it into pieces 
and said: ‘Excuse me, I do not want my 
money to go into any company that in- 
vites people to come in and commit 
suicide.’ 

“When you sign a man up, get out. 
You have all the time in the world to 
come back and talk to him later. Close 
the deal and leave him—come back and 
talk some other time.” 








LOCAL ASSOCIATIONS 














Johnstown, Pa.—W. S. Lambert was 
elected president of the Johnstown as- 
sociation at the annual reorganization 
meeting, with some 30 members in at- 
tendance. 

O. W. Saylor is the new vice-president, 
succeeding Mr. Lambert, while F. H. 
Conrad, who served as secretary the 
past year, was elected secretary-treas- 
urer, the two offices being combined. 
W. H. Boden is the retiring treasurer. 
President-elect Lambert will announce 
the executive committee at the next 
meeting of the association. Members of 
the association are planning a stag pic- 
nic for August. 

SS & 2 

Oklahoma—A charter has been granted 
to the Oklahoma Life Underwriters As- 
sociation, with C. C. Day, J. Henry John- 
son and E. Guy Owens, incorporators. 

* * * 

Indianapolis — William W. Harrison, 
newly elected president of the Indian- 
apolis association, announces the ap- 
pointment of the committees for 1926- 
1927, with the following chairmen: 

Finance Committee, C. F. Maetschke; 
Membership Committee, Richard Habbe; 
Entertainment Committee, George K. 


Jones; Education Committee, Elbert 
Storer; Program Committee, Mansur B. 
Oakes; Law and Order Committee, Jo- 


seph C. Raub; 
George A. Newton. 


Publicity Committee, 
Edgar Webb also 





DIE AT PAR! 


The common interest 
of Life Insurance 
and Trust Companies 


by 
ALEXANDER C. ROBINSON, 


Member, Committee on Insurance Trust 
of Trust Company Division of the 
American Bankers Association. 


F.S. CROFTS & CO., 
66 Fifth Ave., New York, N. Y, 




















HELP AMERICANS 


CREATING 4x» 
CONSERVING 
ESTATES 


The mutual benefits that accrue from the co-operation of Trust 
Companies and Insurance Companies through their underwriters are 
ably discussed by two leaders in their respective fields. 
many valuable charts and examples of Trust-Insurance advertising 
prepared especially for this volume. 


Price $3.00 Post Paid 
The Latest Addition io the 
INTERNATIONAL LIFE UNDERWRITERS 
LIBRARY 


Order Toda 


Gentlemen: I enclose $...... for which please send me ...... copies of Robinson and 
Woods, Creating and Conserving Estates at $3.00 per copy postpaid. 
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Every one should make a 
will 28 23 28 2: 
Every estate should be com- 
petently administered, prefer- 
ably by a trust company or 
\ bank with trust powers 
Every one should provide his 
executor with sufficient cash 
to administer his estate prop- 
erly, preferably by Life In- 
surance 3 3 33 


and 


EDWARD A. WOODS, 


—_= 


has been appointed editor of “Contact,” 
the monthly publication of the under. 
writers’ association. 

The Indianapolis association is putting 
on a prize contest for membership. The 
member bringing in the most new mem- 
bers before Aug. 27 will be awarded a 
trip to the International convention in 
Atlantic City in September with all ex. 
penses paid and the second highest wil} 
be given a round trip railroad ticket 











Stephen M. Babbit 
President 


HUTCHINSON, KANSAS 

















PROFITABLE PARTNERSHIP 


exists between this Company and its agents. 
The Head Office furnishes a lead service 
which permits agents to interview prospects 
known to be interested. A steady, healthy 
growth in the Company’s business is reflected 
in the increased earnings of its agents. 
, Fidelity is a low net-cost company operat- 
ing in forty states. Full level net premium 
reserve gasis. Over Three Hundred Million 
insurance in force—and growing rapidly. 

A few agency openings for the right men. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 








LIFE AGENCY WANTED 


by established Detroit Agency. 
General Agency for a first class 
old line life insurance company 
for the state of Michigan. 
Highest references, 


Address §-93 


Care The National Underwriter 








Chairman, Committe on Co-operation 
with Trust Companies of the National 
Association of Life Underwriters. 


There are 


Young man with ten years successful expe- 

rience seeks a connection with a progressive 

Life insurance company as Director of 

Conservation. Can present a definite and 

effective conservation program. References 

include Actuaries, Agency Executives and 

present employers. 

Address S-87 
Care The National Underwriter. 

— 








Insurance Graduate 


Recent University Insurance Graduate 
wanted for new, sound Southern company. 
Right man will soon become executive. Re- 
plies confidential. 

Address S-90 
Care The National Underwriter. 








Home Office Man Wanted 


A small well-established eastern life in- 
surance company would like to secure a 
man who has had home office experience, 
particularly policy issuing. 


Address S-89 

















Care The National Underwriter. 
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